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Simple Truths 


The will to do the right thing; the deter- 
mination to carry it out. That is what 
companies are seeking in their agents. 


And the agents look to their company to 
spur them on in their efforts, to guide 
them, to help them over the rough places, 
and to maintain faith in them at all times. 


Central Life agents justify their com- 
pany’s faith in them. That they carry out 
their work in a way that leaves no cause 
for reproach is evidenced by the strong 
growth of the Central Life. They are 
community builders of the highest type, 
and we are proud of them indeed. 


We have excellent agency openings in 
Illinois, Minnesota, Kansas, lowa, South 
New Home Office Building Dakota, Texas, Missouri, Nebraska and 


720 N. Michigan Ave. > = 
Chicago Michigan. 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 
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FUTURE EXPANSION 


Shires New Home Office Building of 
the Kansas City Life Insurance 
Company is planned to take care of the 
companys expansion for ten years, 
based upon the same ratio of growth 
as during the past. This increased 
space will provide an opportunity for 
improvement of the service in all 
departments. 


Agency Department Service will 
be stressed, through a more intensive 
cultivation of the field already occupied, 
and by advancement into new territory 


as the expansion of the agency 
organization demands. 


Our Educational facilities are 
developing a stronger and more pro- 
fessional type of salesman, which will 
be productive of greater results and 
lead to a more rapid expansion into 
new fields. 


Our modern policies, issued on all 
forms of Life, Endowment, Income and 
Term Plans, and applicable to every 
need, appeal to all classes of risks. 


KANSAS CITY LIFE INSURANCE CO. 


KANSAS CITY, MO. 


J. B. REYNOLDS, President 
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RETALIATORY MENACE 
IS QUITE APPARENT 


Injustice Is Frequently Done In- 
surance Companies by Invoking 
Such Drastic Authority 


ISSUE SEEN IN NEW YORK 


Outside States Resent Seeming Dicta- 
tion of Empire Commonwealth 
as to Licenses Requirements 


deter 


to 


»4.—The 


Indiana department 


NEW 


mination 


YORK, June 
of the 
invoke the provisions of the retahatory 
New York 


because of the attitude of the New 


lire company 


\ ork 


law against a 


department in refusing entry into this 
state of outside corporations whose 
charters permit their writing lines ot 
business prohibited under the laws ot 


the Empire State has aroused managers 
to the retahatory 
action between the several 

Che feeling is general that the whole 
question eventually must be taken up 
by the National Board of Fire Under 
writers, acting possibly in conjunction 
with life and casualty company organi 


generally menace ol 


states 


vations, and a decision as to its consti 
tutionality sought from the U. S. Su 
preme Court. 
Danger Is Often Apparent 
With 48 sovereign states, each with 


its particular laws and jealous of any 
attempted infringement thereof, the difh 


culties that beset an insurance company 


doing a country wide business are ap 
parent, and these are becoming con- 
stantly more onerous through depart- 
mental rulings. Only recently a num 


ber of life and fire companies of Massa 
chusetts were threatened with exclusion 


from Missouri because of the refusal ot 
the insurance department of the tormer 
state to admit a Kansas City fire recip 
rocal. And while the prohibition was 
not enforced the threatened companies 
were put to a great deal of trouble and 
expense in order to maintain their po- 


sition. 
rhe insurance interests ot 
than 


New 


of 


York 


those 


are more important any 
other state, and presumably the refusal 
of its lawmakers to grant charter rights 


broad as those obtain 
other commonwealths 
fear ot the policy 


to companies 
able in many 
vas partly through 


as 


holders being placed in jeopardy, and 
partly to protect home companies trom 
such competition 

Outside states, while recognizing the 
clear right of the New York depart 
nent to legislate within its own juris 
diction, denv any such authority so tar 
is outside territory is concerned and 
harply resent the ettort Retahation 
s a two edged sword that cuts both 
ays, inflicting injury not infrequently 


pon wholly innocent parties. 


Now that the measure has been in 
ked company executives realize its 

otential menace, and are anxious that 
me other less destructive method ot 
lving difficulties between the = states 
arrived at 
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NEW FEDERAL ESTATE TAX RATES OPEN 
BIG FIELD FOR LIFE INSURANCE 


| 


1 the ne 


HE provisions in t w revenue 
"Tec which cover the tederal estate 

tax open a great tield tor additional 
pew business in that the increased tax 
rate will acquire larger lie insurance 
policies to protect estates from depreci 
ation by taxes rhe tax rate is very 
nearly doubled in many cases in the 
new bill Not only will new business 
be reated trom those who will tare 
poorly under the increased levy, but 
there will be additional limits necessary 


tor the policvholders now on the books 


The increase begins with t 


estates of over 

>100,000 and the scale is graded upw ard 

until tor amounts over $10,000,000 the 

new rate is 40 percent, compared with 
25 percent in the past 

New Hates Greatly Increased 
\ comparison ot old and new rates for 
certaim amounts t taking to « d 


—— 
ts, m 
; : 

eration possible deductions, other than 











the flat $50,000 exemption, is show is 
follows 
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s TROT 
oo ‘ ‘ $ " 
000 ” ent ‘ 
vo.o08 7 OOO 
Tr on +o ; 
sou 15a 46. 14 
Soooe 1.500 76.000 4 Th 
Tm Tt ” 2.6 44.54 
ose_o0e 161 ; “4 i 4 
Hue Th! ” 51.000 144.500 
1050.06 $61.5 6914 29 { 
5 U5 ud 4% ‘cot 
8 O5¢ 1.241 } Nt ‘ 619.506 
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e states \ tal Rhode Islas and 
I’« . Va ‘ there eritance 
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Db ecder s ¢ taxes make a 


BECOMES 


J. A. Marshall Has Connected With the 
American Reserve of Orlando, Fla., 
Which Will Soon Start 


The American Reserve t Orland 
Fla., has appointed J \. Marshall 
agency manager and he will shortly 
take charge ot the wen peraty s 
ot that company He ts at esent | 
ing at the Allerton Club residenc 
Michigan boulevard, Chicage Mr. Ma 
shall was tormerly state agent of the 
Hiome Lite & Accident Little Re . 
Ark., or (eorgia al d \la al i 
had an important agency tor that « 
pany but sold out s siness s 
tine ago 

New Florida Company 
The American Reserve s a new 





Florida company with $350,000 capital 
ind = $850,000 surplus chartered a tew 
imonths ag License t operat 
Florida has been applied tor and is 
shortly expected to be granted F 
| the present the company wil cor 

its operations to Florida Negotiations 


AGENCY MANAGER 


great inroad e estates, c aepre 
ciating the total by 40 percent or more 
Combined Tax Is Burden 
The importance of this item is show: 
, ; . ' ol 
in the tollowing table which gives the 
new federal estate tax and 1921 I)ln 
inheritance tax ¢ certa amount 
well s the total « the tw taxes 
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TAXES ON INSURANCE 
COMPANIES UNCHANGED 


Provisions of New U. S. Revenue 
That Are 


Same as in Act of 1921 


Law in Respect 


lincis |NO DEMAND FOR CHANGE 


Difficulty of Interpretation Caused Con 
gress to Refrain from Making 


Amendments 
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surance companies are very few, 
ing that the law itself is being adminis 
tered satisfactorily and without 
difficulty. It has been my hope 
this section, 
all, will not be seriously amended in any 
ol its provisions. 

It is entirely due to these two mem- 
bers of Congress that neither the House 
nor Senate “monkeyed” with the insur- 
ance provisions and, therefore, the com- 
panies will not be put to the expense 
and annoyance of testing out rulings un- 
der Congressional language the real in- 
tent of which is open to doubt and the 
legal effect something no one can 
tathom 


No change has been made in the rate 
of tax upon corporations and all will 
continue to pay under the new law the 


rate of 12 percent. Corporations other 
than insurance companies have an added 
corporation tax in the form of a levy of 
Fl per $1,000 ot capital stock The move 
to subject all corporations to a normal 
tax of Y percent and in addition thereto 
to a graduated scale of taxes upon un 
distributed profits in excess of 10 percent 
of net earnings was defeated in confer 
ence 


Status of Local Mutuals 


assoc iations 
farmers’ or 


Benevolent life insurance 
ol a purely local character, 
other mutual hail, cyclone, casualty, or 
fire insurance companies, and like or- 

unizations are exempted from the ap- 
il ation of the corporation income tax 
if S5 percent or more of their income 
consists of amounts collected from mem- 
purpose of meeting 

This paragraph ot 


bers for the sole 
losses and expenses 


the bill was subject to a great deal of 
controversy both in the Senate and 
House and at one time it was required 
n the case of companies other than 


benevolent life companies, that “sub- 
antially all” of their income consist of 
nounts collected irom members tor the 
ose Of meeting losses and expenses 
mutuals wanted the 
50 percent 


bmends of the 


imount reduced to as low as 


and opposed the phrase “substantially 
all’ because it was too vague and indefi 
nite It was pointed out that thev re 
ceive some money from interest on bank 


uunts and investments in the case of 


the larger organizations and that under 
such conditions acceptance of such in 
‘ ne subjected all income to the cor 
oratior tax nless specificalls ex 
emptec It pposition to the low per 
entage proposal, it was declared that 
ese companies compete with the na 
t ally opera’ ng companies and should 
not be pg en too much otf an advantage | 
ver them and proposed 90 percent, the 
r Thine rate of 85 percent being 
adopted by Congress 
Special Deductions Allowed 
‘ putat ! tf net income tor 
the pur s¢ aXa | there will he 
wer de tions in the case of mu 
al insurance co anies, other than Ite 
surance mpamies, in addition to other 
ecified deduct 4) the net addit 
ec Te } ] “A ? t t with t] t 
tuxable P to reserve ft ncluding 
t at asses ent surance con 
annie thie tual de t 1 unis tl 
tate r te tor officer pursuant t 
Ww as dditions t wuarantee or reserve 
, R ne BB thre ms other thar 
f Ce f pe ? ¢ tax aly ¢ leur 
1 es 4 tract Fur 
er t t t r ¢ carl 
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ectweet t ert ent 
‘ ¢ ent thereof 
! ‘ ‘ t ‘ ee tro 
there rovice the ase ¢ it i 
cl ® teri rer nd re pr i 
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sf 1 t a ! re i? t e] sit re 
rie te ‘ older ad the nt 
pren eposit ret ec or the 
Vihert ‘ ‘ t ‘ re r 
‘ re ’ ft 


indicat- 


serious 
that 
which is so satisfactory to 


THE N. \TION. \L 


SOME IMPORTANT CHANGES IN REVENUE 
BILL AS AFFECTING LIFE INSURANCE 


HREE of the most important fea- 
tures in the new revenue bill, en- 
acted by Congress, which apply to 

iife insurance, are in brief as follows: 

Life Insurance Trusts 


Section 219. (g) Where the grantor 
of a trust has, at any time during the 
taxable year, either alone or in conjunc- 
tion with any person not a beneficiary of 
the trust, the power to revest in himself 
title to any part of the corpus of the 
trust, then the income of such part of 
the trust for such taxable vear shall be 
included in computing the net income 
ot the grantor. 

(h) Where any part of the income 
of a trust may, in the discretion of the 
grantor of the trust, either alone or in 
conjunction with any person not a ben- 
eficiary of the trust, be distributed to 
the grantor or be held or accumulated 
ior future distribution to him, or where 
any part of the income of a trust is or 
may .be applied to the payment of pre- 
miums upon policies of insurance on the 
lite ot the grantor (except policies of 
insurance irrevocably payable for the 
purposes and in the manner specified in 
paragraph (10) of subdivision (a) of sec- 
tion 214), such part of the income of the 
trust shall be included in computing the 
net income of the grantor. 


Estate Tax Hates 


Sec. 301. (a) In lieu of the tax im- 
posed by Title IV of the Revenue Act 


of 1921, a tax equal to the sum of the 
following percentages of the value of 
the net estate (determined as provided 


403) is hereby imposed upon 
the transter of the net estate of every 
decedent dying after the enactment of 
this act, whether a resident or nonresi- 
dent of the United States: 

1 per centum of the amount of the net 
state not in excess of $50,000: 


im section 


2 per centum of the amount by which 
the net estate exceeds $50,000 and does 
not exceed $100,000; 

per centum of the amount by which 


the net estate exceeds $100,000 and does 
not exceed $150,000; 

4 per centum of the amount by which 
the net estate exceeds $150,000 and does 
not exceed $250,000: 

6 per centum of the amount by which 
the net estate exceeds $250,000 and does 
not exceed $450,000; 

% per centum of the amount by which 
the net estate exceeds $450,000 and does 
#7 50,000: 


le exceed 
12 per centum of the amount by which 
€ net estate exceeds $750,000 and does 


not exceed $1,000,000: 





15 per centum ot the amount by which 
the net estate exceeds $1,000,000 and 
does not exceed $1,500,000; 

Is per centum of the amount by which 


estate exceeds $1,500,000 and 
does not exceed $2,000,000: 

amount by which 
estate $2,000,000 and 
not exceed $3,000,000: 

of the amount by which 
exceeds $3,000,000 and 


‘1 per centum of the 


exceeds 


24 per centun 


estate 


|} does not exceed $4,000,000: 


ver centum of the amount by which 


oT s 
7¢ 5 
the me estate exceeds $4,000,000 and 
qoes not exceed $5,000,000: 
0 per centum ot the amount by which 
tive net estate exceeds $5,000,000 and 


does not exceed $8,000,000 


> per centum ot the amount bv which 


the net estate exceeds $8,000,000 and 
oes not exceed $10,000,000: 

10 per centum ot the amount by which 
the net estate exceeds $10,000,000 


ih) [he tax imposed by this section 


shall be credited with the amount of any 
estate nheritance, legacy, or succession 
laxe actuall paid tO anv state or terri 
tory or the District of Columbia, in re 


included in the 


properts 
proj \ 


eross estate. The credit allowed by this 
civisior hall not exceed 5 «per 
centum ot the tax muposed = by this 
t the 
t o Lhe value « the wross es 
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tate of the decedent shall be determined 
by including the value at the time of 
his death of all property, real or per- 
sonal, tangible or intangible, wherever 
situated.— 

* 

(g) To the extent of the amount re- 
ceivable by the executor as insurance 
under policies taken out by the decedent 
upon his own life; and to the extent of 
the excess over $40,000 of the amount 
receivable by all other beneficiaries as 
insurance under policies taken out by 
the decedent upon his own life. 


New Gift Tax 


Sec. 319. For the calendar year 1924 
and each calendar year thereafter, a tax 
equal to the sum of the following is 
hereby imposed upon the transfer by a 
resident by gift during such calendar 
year of any property wherever situated, 
whether made directly or indirectly, and 
upon the transfer by a nonresident by 
gift during such calendar year of any 
property situated within the United 
States, whether made directly or in- 
directly: 

(Same rates as estate tax) 
= 

Sec. 520. If the gift is made in prop- 
erty, the fair market value thereof at 
the date of the gift shall be considered 
the amount of the gift. Where property 
is sold or exchanged for less than a fair 
consideration in money or money's 
worth, then the amount by which the 
fair market value of the property ex- 
ceeded the consideration received shall, 
for the purpose of the tax imposed by 
section 319, be reemed a gift and shall 
be included in computing the amount of 
gifts made during the calendar year. 

Sec. 321. In computing the amount 
of the gifts subject to the tax imposed 
by section 319, there shall be allowed as 
deductions: 

(A) In the case of a resident— 

(1) An exemption of $50,000; 

(2) The amount of all gifts or con- 
tributions made within the calendar year. 

(3) Gifts the aggregate amount of 
which to any one person does not ex- 
ceed S500: 

(4) An amount equal to the value of 
iny property transferred by gift within 
the calendar year, which can be identi- 
fied (a) as having been received by the 
donor within five vears prior to the time 
f his making such gift, either from an- 
other person by gift or from a decedent 
by gift, bequest, devise, or inheritance, 
or (b) as having been acquired in ex- 
change for property so received. 

Life Company Tax 

Sec. 242. When used in this title the 
term “life insurance company” means an 
insurance company engaged in the busi- 
ness of issuing life insurance and annu- 





itv contracts (including contracts of 
combined life, health, and accident in 

surance), the reserve funds of which 
held for the fulfillment of such contracts 
more than 50 per centum of its 
funds 

In lieu of the taxes imposed 
by sections 230 and 700, there shall be 
levied, collected, and paid for each tax-{ 
able vear upon the net income of every | 
company a tax as follows: 
case of a domestic life in 


comprise 
total reserve 
sec. 245 


lite msurance 
(1) In the 


surance company, the same percentage 
of its net income as is imposed upon 
ither corporations by section 230; 


(2) In the case of a foreign life in 
company, the same percentage 
income from sources within 


States as 1s imposed upon 


urance 

of its net 

the United 

the net income of other corporations by 

ection 230 

(Gross and net income then 
as in previous bill) 


detined 


Medical Directors Named 


has been ap 


Dr. G. Holbrook Barber 
pointed medical director ot the Manhat 
tan Life and Dr. F. Taylor Emery was 


COMPANY WILL START 
ROOSEVELT LIFE READY SOON 


Lewis Hart is Main Man Back of the 
New Institution Organizing 


at St. Paul 
Announcement is made _ that the 
newly organized Roosevelt Life of St. 
Paul, Minn., with offices now in the 
Globe Building, will be ready for busi- 
ness about July 1. Lewis Hart, for- 
merly state manager for Minnesota of 


the Security Life of Chicago is agency 
manager. Dr. B. F. Simon is “acting 
president” and Medical Director and § 
M. Waage is secretary. The company 
has an “authorized capital and surplus” 
of $1,000,000 but the amount paid in is 
uot stated. Stock with par value of 
$100 has been sold at $200 a share. 

The Roosevelt Life announces it will 
write all forms of participating and non- 
participating insurance on both men and 
women at same price, both standard and 
sub-standard risks, insurable ages 10 to 
60 and announces “everyone is insurable 
at some price.” The directorate is 
mostly made up of men not located in 
St. Paul. 

Directors of the Company 


The directors are B. F. Simon, acting 
president and medical director; L. | 
Dorner, vice president and general 
counsel; S. M. Waage, secretary; Fred 


treasurer of company and 
First National Bank of 
Minn.; L. A. Weiden- 
heimer, president American House Fur- 
nishing Co.: Herman Held, contractor, 
Mankato, Minn.; Wm. M. Hardt, 
pianos, Winona; Hon. Wm. C. Zam 
boni, state senator, Minnesota; Amos 
Marckel, lumber, Perham, Minn., also 
director Hall Hardware Co., Minneapo- 
lis, Minnesota, Implement Co. and Mu- 
tual Fire Insurance Co. of Owotonna, 
Minn. 


H. Murray, 
vice president 


White Bear, 


W hat an Estate Is 
Forced to Pay Out 


(From the New York Werld) 


HE figures given below concern an 

estate of $100,000 in scattered values, 
devised to a wife and two minor chil 
dren. An average case is assumed but 
no allowance is made for a -_ contest 
These calculations were made by Edwin 
P. Kilroe, assistant district attorney, 


with the aid of attaches of the county 
clerk’s office and the surrogate court 
Premium of executor’s bond, , 
one yeur . $ 450 wo 
First filing fees ‘ 3.50 
Official inventory (estimated) 500,00 
Advertising for claims 150.00 


Funeral and incidental... A 


Cemetery lot 00.00 
Monument ' , 1,500.00 
Fee of transfer tax official 70.00 
Fee of appraiser for transfer 

tax é ° P 00.00 
Transfer of inheritance tax 930.00 


Executor'’s fee 
Fee of executor's 
(average) 


attorney 
10,000.00 


Allowance for two special 2 

guardians _— H0.00 
Special guardian for final uac- " 

counting 500.00 
Attorney's allowance for pre 

paring accounts F ooo 00 
General guardians’ bond per 

veur flee 
Cost of trusteeship and gen 

eral guardianship of children 


per year Cestimated) 


Miner fees for filing, possibly 1O.00 


Total $18,925.00 


Sut here all estimates are ol the low 
est, no allowance ts made tor extrava 
no special outlays are considered 


gance, 

and neither unusual expenditures, leaks, 
extra fees nor those mysterious items 
which usually are listed as incidentals 


are included Ihe probabilities are that 
the total in such will average be 
tween $20,000 and $25,000 


case 


4 new office has been opened at Phila 
deiphia by the Sun Life of ¢ unada at 
01-802 Finanee building 








ippointed consulting medical director 
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WILL NOW ELIMINATE 
LIFE INDEMNITY PLAN 


European General Reinsurance 
Will Put Ban on This Dis- 
ability Provision 


EXPERIENCE HAS BEEN BAD 


Many Direct Writing Companies Have 
Found This Form of Insurance 
an Unprofitable Line 





NEW YORK, June 4.—Many health 


and accident underwriters are of the 
opinion that the death knell of life 
indemnity on health insurance was ef- 


iectively sounded recently when the Eu- 
ropean General Reinsurance, the largest 
reinsurer of disability insurance, put the 
The 
com- 


ban on life indemnity 
effective date is July 1. Over 
panies, many of them the largest health 
and accident companies in the country, 
avail themselves of the reinsurance fa- 
cilities offered by the European General 
The Employers Liability has announced 
that it will discontinue writing life in- 
demnity not only on new business but 
on old business July 1 and gives as its 
reason the action ot the European Gen 
cral 


reinsurance 
20 


Have Had Poor Experience 


It can be expected that most of the 
other 20 companies will do the same 
thing. There is of course no certainty 
that this will be the case but the fact 
is that any company which has a large 


volume of life indemnity on its books 
without special reserves to cover this 
feature, (including practically every 


company writing life indemnity) has had 
a bad experience with this part of the 


policy. * There is no doubt that they 
have been looking around for a way to 
shut down without hurting their busi 
ness. Very recently the Travelers and 


the Fidelity & Casualty, writing a very 
large percentage of the health business 
of the country, concluded to put a stop 
to the life indemnity on the health part 
of the contract Both of these com 
panies reinsure with the European Gen 
eral 

This paves the way for the action of 
other companies and undoubtedly the 
step taken by the European General will 
precipitate a general cessation on health 
indemnity. 

No 


1 
inte 


Money Made on Pelicy 


General writes over 
and health re 


The European 
$2,000,000 in accident 
insurance. During the last 10 vears 
this company has had nearly $12,000, 
000 in accident and health premiums on 
which to base its experience figures. It 
has experienced a steadily mounting loss 
r and had a particularly bad 
experience on lite indemnity It 
felt that the onlv wav to cure the situa 
tion was to eliminate this feature 


has 


alto 


was 


\ll the companies reinsuring in the 
European General may not of course 
discontinue writing life indemnity. They 


mav find reinsurance facilities elsewher 


limit the amount of this class ot bust 
ness that will be accepted on any ot 

Inasmuch as the European General 
is purely a reinsurance company and has 

dealing with agents or public the 

panies can readily “pass the buck’ 
and use this as a reason tor discontinu 
ne the life indemnity clause It un 

btedly is a very good reason in ad 
lition to the many other important rea 
s that can be given 


Research Bureau to Move 


he Life Insurance Sales Researcl 
B au, now located in New York City 
will move its offices to 125 Trumbull 
et. Hartford, Conn, Tune 7 





LIFE 
STARTS POLITICAL ROW 
TANGLE ON RECIPROCAL BILL 


Reported Unfavorably in Massachusetts 
and Pressure Exerted to Force 
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STRIKES TRUST PLAN |RESENTS THE POSITION 
TAKEN BY NEW YORK 


DIFFICULTIES WITH NEW TAX | 


j 


Revenue Bill Will Hamper Writing of | Indiana Commissioner Declares 


Revocable Trusts, Though Not Empire State Department Is 








Consideration Preventing Them Dictating to Others 
BOSTON, MASS., June 4 One of \ se s ‘ as bee ca r | " , . 
he biggest political ‘rows in recent] surance trusts by the ption of the | THREATENS RETALIATION 
vears has been aroused over the final ew revenue act, t a change 
disposition of the reciprocal il i he come such trusts 
the Massachusetts legislature Follow- | 1 the pt a gift tax. | McMurray Contends That Companies 
x a seven-hour hearing Monday be- irance trust is t, however, | 
ion the petoe aes cae oo om- | ler the new provisions and of His State Have Rights and 
mittee, the committee held long execu- | ten as exter as in the They Must Be Respected 
tive session at night and voted by a | past properly drawn uy Che simple | 
close vote against a favorable report. | torn t revocable trusts w has been 
Tuesday morning Chairman Shattuck | written in the past, take it by the INDIANAPOLIS. IN , 
i the committee was summoned to the grant his own lite, ca t be writ ia , . a 
governor's ottice and apparently stren- | t in the tuture but there are severa ee — -~ 
uous efforts were made to have him | ways whi the same ¢ an be | New York 
change the committee action Boston | reac! . . g 
papers report the chairman was given | New Tax Is Proehibitive . 
to understand he was under suspicion | : : 
of being against the bill because he | The new revenue S ‘ : *- *e 
was director of a bank which held large | ‘S "€"' le grant a trust has, a 
deposits of an English controlled cas- | 4 time during the taxa ear, eithe M g g 
ualty company. s Chairman Sl k | njyunct wi a pe . 
belongs to one of the oldest, weal st} > t a benenciat e trust, t . . 
and most prominent families W ve evest selt title t 
England, it was not surprising he leit ¢ rpus of the trust, then the 
the conference in h indignati ‘ : art the trust 5 : New - 
Later reports were at he threatened | aXadit — oe ‘ iat ; ! . , 
to go on the floor of the House and | : ting tine et ncon the gra : ‘ » } L-"« r ¢ 
“expose” some of the political deals | ; ert . . Is! . me : . 5 . . \ 
which had been going « ulong general! S st be xt € same rate as | . ; . 
lines . — on : the grant : ate gt < 
In the meantime it was told :* “a : wy . g t 
how the governor was vitally interest¢ t ‘ vine ere 1s adde $ . 
as the understanding is that he gets a cw 6! ax Teatt . $ . P \ 
legal job at a high salary with a Ie | - > tine . . k 
ing Boston life company after leaving | Where - . - MecM g 
office, which company has beer 1ore } 9s vt i . g 
most in advocating the reciprocal | &Ta ‘ ™ 5 : 5 
Rival parties entered into the matte me i anges 
and a lively row was promised ao! e trus sta ; 
day, probably the final day of t CK aa P , > . = Statement by MeMaurrays 
lature. which has bee he along t c > 4 1 
dispose ot the recipr al ill | . ‘ . ° ° i 
Folowit gv the conference ( ur . ent > ~ \f \fie MVM 
Shattuck and the gove iues . ~ . { ss \ 
the 4 nimiuttee 1 et 1 -¢ t = CN I ? ? x ™ 
voted unaninie us] - witl ut avr | . | P . 4 . _ 
senting report being epared, t ‘ St i “t 
ommend to the house that the | & “ = S 
ferred te a special comMmiisst t stu r “g ° Satis 
and report at the next sess This =. s m 
was the report rendered Tuesday. Den s & 
ocrats immediately moved to substitut ther: - “ 
the bill for the report he house. how . : . : 
ever, voted at todav'’s sess t ss \ £ J 
the report as present d \ vavs obs a : 
and means committec - A sists R 
Life Companies Testify . aaa P . : * 
Du yr the hearing the | t k < 3 : e 
liie companies came up in order at ‘ . as be . VPA 
supported the bill, renewing the details ° " ‘ tnd eS 
: ; 
Hy -_ o geen me ~ . aa ; + (an Be Created in Two Ways $ 
renew the hte co | es c ses a | . 
only did renew thet itt the < >» | $ s ‘ 
cal bill was well « s \ e}s \ : g . 
Massachusetts legislature ips . \ 
Edwar | H MeClint ck ot the Massa per ‘ - ~ 
chusetts utual declared | tear t t! \ : 
taliator\ ictior ron + } Miss | ev < “ . Pesition Is Seo Accepted 
but from Illinois and |! na ‘ $ We 
(seorge W smitt the New | wz : \ls s ™ 
land Mutual Lite ils Ss rt the t . s . g 
bill, He was asked wh S king : \ 
was so nterested \ t Mis- | . x g 
sourt trouble was ¢ 1 ‘ : r R r 
is the } im ad rT cre | ] = > > 
ey g ; 
ils i ved sur > \ 
< ce ‘ Xrs ‘ 
t R shire | . Y . ‘ 
iv He w | ties x ss x 
¢ a: | s ss , . 7, 
to whether the hte companies ! \ N “ : ; 
any deal when they went Miss . R ; 
settle the controversy wit ( r s- | $ $ R 2 
‘ le Hvae he \ ‘ le y 2 
i ley w it the \f ssa < = kK hr 
_— mised anything as a res fy ? . Wl Fight Fire With Fire 
he ¢ all le rt t) € b “—— : 
companies The witness sa ew { ges g “ 
had been promised As als l . q N $ ; g 
would favor the bill i 
nsurance, Mr. Barke said } " : : (CONTINUED ON PAGE 2 








PRESENT IMPORTANCE 
OF MEDICAL MEN TOLD 


Dr. Cook Addresses Medical Sec- 
tion of American Life Conven- 
tion, as Chairman 


COMMENTS ON EXAMINERS 


Presents Several Suggestions for Hand- 
ling This Staff, Which Is a Grow- 
ing Problem 


ATLANTIC CITY, N. J., June 4 


The growing importance of the medical 


departments to life insurance companies 


was pointed out by Dr. Henry Wire 
man Cook, medical director of — the 
Northwestern National Life, in his re 
marks, as chairman, before the meet 
ing of the medical section of the Amer 





HENRY WIREMAN COOK 
ican Life Convention, held here this 
week. Dr. Cook said, in part 
Medical Department's Growth 
‘The role of the medical director in 
the industry of life insurance, since those 
davs half a centurv ago when he was 
only called in by the board as an ad 
viser in doubtful cases, has been one of 
increasing service and responsibility, and 
especially has this been true during the 
past two decades 
“Certainly, when the educational and 
personal equipment of most of the men 
holding these positions ts taken into 
account, the large aggregate lability 
involved in their decisions, the great 


the industry from mor 
tality savings on carefully selected busi 
ness, the helpful influence of a well 
managed new department in 
relation to the office work and 
especially the department, ind 
the many new the medical di 
rector lines of personnel work, 
community health and 
understood why 


prohts accruing to 


business 
routing 
agency 
duties of 
along 
and 
welfare,—it 1s 


company) 
easily 
the medical director are 


one of the most essen 


held to be 
tial and valuable parts ol the well-man 
pan 


Manifold Serviee Rendered 


deals with the most 
the altruistic, and the 
most sacred of human _ relationships, 
both in its strictly business aspects and 
in its collateral weltare activities,—and 
it is our pri opportunity for 
that notable 
tacts medicine plavs so vital a 
“The laws of mortality 

vaased on vital statistics, and 


“a ite 
intimate, 


insurance 


most 


ilege and 


in these social con 
part: 
experience, 


the opera 


seTVICe 


} 





THE NATIONAL 


NEED DIAGNOSTICIANS | 


DISCUSSES FIELD EXAMINERS | 
Dr. McCloud of Minnesota Mutual Ad- 
dresses Medical Section on Edu- 
cation of These Men 


ATLANTIC CITY, N. J., June 4.— 
Speaking before the meeting of the 
Medical Section of the American Life 


Convention here this week, on “The 
Education of the Field Examiner,” Dr 
C. N. MeCloud, medical director ot 
the Minnesota Mutual Life, said that in 
his opinion the need of the life com 


panies in the field today is a diagnos- 
tican rather than a clinician. He said 
that he did not believe the field exam- 


iners were in great need of further edu- 
cation at the instance of the home offices, 
though the companies could cooperate 


i a strong way in their work. 


Gireat Need for Diagnosticians 


Dr. McCloud 
have been cited to show 
ician is not always the most practical 
for medical examjnation work. Phey 
often overlook the simple fundamentals 
and attempt to discover some compli 
cated ailment through detailed exam 
ination. Particularly an examination for 
life insurance, the great need is for a 
discernment as to the general condition 
ot the prospect and this can best be done 
diagnostician 


said that many cases 


that the clin 


bv a 
Suggests Educational Plan 

which Dr. McCloud 

companies could be 

the field ex- 

medical so 


One 
thought 
ot great 
anuners 
creties 


Way in 

that the 
aid in educating 

was through their 
He told of the recent life in- 
surance symposium during clinic week 
of the Ramsey County Medical Society 
of Minnesota. At this time, four promi 
nent lite insurance medical directors 
presented strong papers on Various 
the work and 500 docs 
trom all parts of the state gath 
ered to and to discuss this svm 
posium Dr. McCloud stated that he 
believed this meeting was more bene 
ficial to the business in Minnesota than 
any other step taken by the life 
companies or the field examiners them 


] hases ol over 


tors 


hear 


single 


selves. 

tion of interest, furnish the foundation 

for all life premium calculations. 
“Medical diagnosis, prognosis, and 


judgment determine the acceptance or 
retusal of every dollar of liability offered 
to the company, except in the group 
department. 

“Medical knowledge restricts the em 
ployment of the unfit in home office per 
sonnel, and safeguards and promotes the 
health and welfare of employees and 
polievholders. 

“Medical departments in life insurance 
have been and will increas 
important tactor in public 


companies 
ingly be an 


health work, improved sanitation, and 
local and national health and welfare 
“TI feel safe in saving that to meet the 


requirements of the work, no 
field of medical practice requires or jus 
greater thoroughness in training 
or more soundness in judgment than 
does the practice of insurance medicine 


present 


trhes 


Examiners an Important Link 


\n extremely important relationship 


exists between the medical examiners 
and the home office. If men were ma 
chines, it would be easy to appoint sev 
eral physicians in each town and then 
act on the carefully, accurately, and 
promptly tilled out blanks which they 
would send in. Unfortunately.—or not, 
as you view it—practicing physicians are 


not machines. Their selection is a work 
requiring intimate and = carefully 
trolled knoWledge of variation in medi 
cal school training, and also experience 
is determining which men will give the 
agent acceptable service and the home 
the unbiased informa 
(CONTINTC ED ON PAGE 25) 
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CASE FOR PART-TIMER 


TWO ANGLES TO EMPLOYMENT 
Kansas City View Is That They Are 
Probably Needed in Country Dis- 
tricts but Not in Cities 


KANSAS CITY, MO., June 3.—Dis- 


cussion of the “part time” situation in 
this territory reveals two distinct ele- 
ments, one in the city and one in the 


country. Both the general agencies and 
the companies seem fairly well agreed 


that comparatively few part-time men 
are necessary in the cities, and that 
the “pluggers” and “cappers,” who call 


themselves part-time insurance men, are 


the chief evil of the agency system 
here. 

In the country districts, however, 
many of the companies and general 
agents still seek part-time agents, and 


consider that such men must be looked 
to for a long time to come, in develop- 
ing business and providing the full-time 
agents. But there have been fewer ol 
the part-time agents even in the coun- 
try districts, the past two or three 
years. This shortage is due to the 
fact that agencies have not pressed their 


country business as hard as_ usual, 
while the farmers have been in bad 
shape 

More Careful Selection Seen 


It is notable that as educational facili- 
ties increased by companies and 
agencies, there is an automatic elimin- 
ation of that kind of part-time man who 
merely acts as “capper.” or sells to 
his immediate triends. And it appears 
that a very large proportion of the part- 
time men now employed or to be em- 
ployed in this district carefully 
selected and given special training. Gen- 
eral agents interviewed declared that 
they would not permit any part-time 
man to carry a rate book unless he met 
requirements as to agent’s qualifications, 
and had taken certain training. But the 
assumption that provision of training 
and schools would eliminate 


are 


are 


courses 


the part-time man altogether is not 
warranted. 

One reason ascribed tor the elimin- 
ation of the part-time men who is 
merely a commission-splitter, is that 


general and special agents themselves 


are “getting wise” to the evils of the 
casual part-time man. General agents 
are demanding a higher class of serv- 
ice from all agents, and raising the 
standards for agents. Not everybody 
can get into the business, nowadays: 


and those who get in have to show that 
they know what they are about, whether 


they are part-time or full-time men 


Question of Brokerage 


Che chief emphasis, therefore, in this 
territory, is not so much on full-time 


men as opposed to part-time men, as 
on the necessity for careful selection 
and training of agents whether full or 
part time 

Another angle of this same general 
subject is that of brokerage. Som«e 
companies and general agencies are 


even now refusing to accept business 
from agents of other companies unless 
such offered business is surplus, beyond 
what the agent’s own company will 
carry These general agencies will not 
pay commissions to “outsiders,” with 
the exception noted; conserving the 
business tor their own agents, and also 


providing thus that the service to the 
customer shall be directly by their own 
so that the customer will know 
what he is getting 


Report on Agricultural Life 


agents, 
exactly 


Che Michigan department has pub 
lished its report of the examination of 
the Agricultural Life of Bay City show- 
ing capital, $250,000; assets, $1,244,505; 
reserve, $931,637; net surplus, $27,279, 
Although the company has paid $88,450 


in stockholders’ dividends during the 
last six vears, the directors have voted 
to pay no more dividends until the sur 


plus amounts to $100,000 





1924 


HOW HE HAS AVERAGED 
ONE MILLION A YEAR 


June 5, 


Harold P. Trosper Addresses Chi- 
cago Life Underwriters’ Asso- 
ciation on Methods 


FROM LAW TO INSURANCE 


Finds Life Insurance Big Enough for 
Best Efforts That Anyone 
Can Give 


Harold P. Trosper, vice-president of 
the American 
ing six years in the life insurance busi- 
$6,000,000 in 


Life of Detroit, who dur- 


ness has produced over 


paid-for business, writing $2,500,000 last 


year, addressed the Life Underwriters’ 
Association of Chicago, June 3, on some 
of his methods. He does not claim to 





TROSPER 
Life 


HAROLD P. 
Vice-President American 
have anything new, but says that most 
of his selling methods have been picked 
up from salesmen he meets everywher« 
Be 


Ambition to Lawyer 


Mr. Trosper started out to become a 
lawyer, and spent six years in the Uni- 
versity of Michigan studying law, atter 
which he practiced for four years. Be 
coming discouraged with an income ot 
$3,500 a vear, he became interested in 
life insurance. In 1918 he read an article 
in “System” by Harry B. Rosen, who 
wrote a million a month for a year. Mr 
Trosper believed that he could write a 
million a year if another man _ could 
write a million a month. He spent three 
months studying life insurance betore 
starting in 


Success in selling life insurance does 
not mean that a man is a genius, tor 
80 percent of all sales are made Just 


through the use of common sense, hard 
work, and seeing enough people. The 
whole secret is to see the situation 
clearly and to tell it plainly, because the 
average layman’s mind is an absolute 
blank concerning insurance. It must be 
presented to him in a concrete and tan 
gible form before he can see it, and tor 
this reason Mr. Trosper makes ample 
use of illustrations. 


Illustrates Every Point 


He always writes figures down, plat 
ing them in such a way as to show off 
the difference between the premium and 
the estate created. He shows how a de 
posit of $365 will create an estate to the 
value of 300. On this there 
will be no interest charged on the un 

(CONTINTCED ON PAGE 22- 
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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
a& program of constant 




















makes them successful \S 





iP ats all~year~round service ~ the Prt 
le practical kind of service that ne 


ful state manager for the Peoria Life. )} Peoria Life Home Office Building 
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Road Open—No Detours 


Agents of the Peoria Life can set their minds at ease regard- 
ing their future. Their opportunities are limited only by their 
ability and their willingness to put forth the effort necessary to 
win the success that lies before them. 


If their taste is for the production of a large personal business, 
they have every advantage. They enjoy the utmost in Home Office 
cooperation. They have policy contracts most sound and saleable, 
and the widest range of prospects, since the Peoria Life accepts 
children of any age, women on the same terms as men, and issues 
a policy on every application. 


Or if their ambition is not only personal production but the 
building of a successful agency, that road lies open before them. 
“All promotions from the ranks” has always been a fundamental 
principle with the Peoria Life. This is not merely a pleasant 
theory—it is a fact that the state and district managers of this 
rapidly growing organization are Peoria Life agents who have 
come up from the ranks to their present positions of power and 
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PEORIA LIFE INSURANCE COMPANY—PEORIA ILLINOIS 
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GROUP 
INSURANCE 


YOU know aman among your clients who 
should carry Group Life Insurance on his 
employees. You can go into his office and 
talk to him; he has confidence in what you 
say. 


WE know about Group Life Insurance, and 
how it will profit your employer-friend to 
buy it. Through the personal sales assist- 
ance of our local office we can join forces 
with you and place the policy. 


Group Insurance is one of 
the lines on which the 
Missouri State Life Insurance 
Company offers a perfected 
brokerage service to all in- 
surance men. The Company’s 
representative in your com- 
munity will handle business 
for YOU. 





Havana in 1925 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 


Over Half a Billion in Force 

















June 5, 1924 
SAYS GIANT POLICIES 
BIG MORTALITY FACTOR 


Martin I. Olson, in Speech Before 
Medical Section, Reviews 
Past History 


IS GENERAL EXPERIENCE 





Harmony in Prevailing Opinion That 
Mortality Is Directly Proportion- 
ate to Policy Size 





ATLANTIC CITY, N. J., June 4.— 
A thorough analysis of the mortality 
experience under large policies was 
made by Martin I. Olson, medical direc- 
tor of the Central Life of Des Moines, 
speaking before the meeting of the 
American Liie Convention here this 
week. Mr. Olson presented a wealth 
of figures to show that there is a strong 
selection against the company, directly 
in proportion to the size of the applica- 
tion. He said in part: 


Giant Policies Big Factor 


“With the increasing popularity and 
tremendous growth of life insurance 
there have followed certain develop- 
ments which affect largely selection as 
well as the more general problems of 
the company. I refer particularly to 
the very common practice of writing 
giant policies on individual lives, the 
liberalization in provisions and interpre- 
tation of policy contracts and _ finally, 
the very general acceptance of physically 
and otherwise impaired lives. 

“Considering first amount, it may be 
stated as a generally accepted fact that 
large applications per se constitute an 
adverse element. In _ discussing this 
matter, Dr. Fisher of the Northwestern, 
goes so far as to view an application 
for a large amount of insurance as a 
definite impairment and this view bears 
no doubt some relation to the very fav- 
orable experience of this company on 
the group in question. 

Losses Increase With Size 


“The several company and joint in- 
vestigations at hand, show clearly this 
effect of size of policy on mortality. The 
specialized mortality investigation, com 
pleted in 1903, shows a ratio of 108 per- 
cent on all policies of $20,000 and over 
In the American Men experience cover- 
ing the 15 year period ending 1915, the 
mortality on policies of $50,000 and over 
was 117 percent of that table, increasing 
to 131 percent on those of $100,000 and 
over In 1919 Mr. Brandreth Symonds 
gave a very detailed report on large 
risks insured in the Mutual Life. With 
the well known care exercised by this 
company, the mortality on all cases ot 
$50,000 and over on one application was 
132.6 percent of the M. A. table. On 
further subdivision a group involving 
more than $250,000 per application 
showed a ratio of 247.5 percent, but the 
group was rather too small to admit of 
any very definite conclusions. It is in 
harmony, however, with the prevailing 
opinion that mortality increases directly 
with the size of the policy. In connec 
tion with this report and speaking tor 
the New York Life, Dr. O. M. Rogers 
reported a mortality of 120-130 percent 
of the M. A. table on large risks insured 
in that company 


Many Standards tUsed 


In making comparisons such as these 
one must always bear in mind the vary 
ing standards of selection applied in the 
different companies as well as the vary 
ing degree of liberality in policy con 
tracts. Referring to more recent exper 
ence, | have a letter from éne of the 
larger companies, which reports a mor 
tality on all policies of $50,000 and over 
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<clusive of term, as 106.4 percent by | usual cursory examination made. No! number of companies or handled by re-| mous volume and where selection ts 
int, whereas the corresponding poli- | examiner’s blank yet devised compels | insurance does not in any sense mitigate | Known to be most thorough may be 
TOR es under $50,000 gave a ratio of 70.9| a prospect to disclose what is on his | the bad results. Quoting Dr. Symonds | taken as a fairly accurate index of what 
ercent. mind nor to extract history which he| again, we read, ‘It seems appropriate to| may be expected generally on the large 
may not be amiss to refer im pass- | ma) preter to cover up. An analvsis | insert here the remark that we too have ssues te insurance 
« to the one striking penta oleae to the | of the claims among large policyholders | suffered by re-insuring risks trom other Conversion Against Companies 
efore general experience noted above. Again | re veals an undue proportion ot deaths ‘ moe es in tl od United om ates tt =e 72 dabeead sil Sone dione ahmieen ale. 
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= Strong Points for Agents 


fs The Peoples Life Insurance Company receives many inquiries 
The from agents regarding its Infantile and Children’s Policies, which 
‘oer are issued at birth on the Whole Life, Limited Pay and Endow- 
ong ment Plans. We are glad to answer these inquiries. 

mee 

_ The agent, whose stock in trade includes theseforms, is in an unique 
— position to render a geniune service, and establish friendships. 


With 
this 
‘Ss ol 
was 
On 
ving 


There is a supreme Satisfaction in the sale of these policies, because 
of the benefit conferred upon a future generation. 


“‘Life is worth living if the future is provided for 
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GIVES OBSERVATIONS 
ON BORDERLINE CASES 


Flanigan of Bankers Life Tells 
Medical Section His Views 
on Problem 


MANY FACTORS WATCHED 


Risk Committee Work Shows Need for 
Great Care in Underwriting 
All Risks 


ATLANTIC CITY, N. J., June 4.— 
The many factors entering into the un- 
derwriting of life insurance, particularly 
in connection with border line risks, 
were reviewed by J. E. Flanigan, actu- 
ary of the Bankers’ Life of bowa, speak- 
ing before the meeting of the Medical 
Section of the American Life Conven- 
tion here this week. Mr. Flanigan pre- 
sented his observations from risk com- 
mittee work, showing the practice of 
his company on many of the important 
underwriting questions. He said in part: 
Factors 


Many Questionable 


“Among some of the more important 


subjects continually coming up before a 
risk committee might be mentioned the 


following: Speculative hazard; over- 
insurance; morals; habits; reliability of 
inspection reports; race; habitat; knowl- 


agent writing the case; ex- 
unauthorized examiners; 
completion of unfinished business. / 

of these points arise in connection with 
the life insurance part of the application, 
but some of them come up to an even 
greater extent in connection with the 
underwriting of the total permanent dis- 
ability and double indemnity benefits. 


edge of the 
aminations by 


Watch Speculative Hazard 


“The first two points, ‘speculative haz- 
ard’ and ‘over-insurance’, may be con- 
sidered as one, for it is hard to draw a 
line between the two terms in many 
cases. From the nature of the hazard, 
it is quite apparent that a case in review 
before the committee is usually one of 
fairly large amount, although there are 
many cases of over-insurance, even on 
$5,000 and $10,000 policies, where the 

hazard is really negligible. 
of those who believe that the 
among large policies 
business ‘written 


speculative 
I am one 
average mortality 
should be better on 
within the last few years and in the 
future than on past business. My rea- 
son for believing this is that the inherit- 
ance tax problem furnishes a legitimate 
reason for many wealthy people apply- 
ing for very large amounts of insurance. 

In the past, the mere fact that a man 
was applying for a very large amount 
of insurance was enough to make all 
underwriters view the case with suspi- 
cion, and the mortality experience of the 
past upon such business has shown that 
their fears were well grounded. Un- 
doubtedly, in the future, there will be 
as many large policies applied for and 
issued where there is selection against 
the company, as in the past. On the 
should be 


other hand, however, there 

many more cases upon real good risks 
which should give a better average mor- 
tality. I am strongly of the belief, how- 
ever, that when a man’s capacity to pay 
his insurance premiums is in doubt or 
where there is doubt as to his worth or 


sufficient to justify the 


income being 
insurance on his life, 


total amount of 


including the amount applied for, that 
the decision of the committee should be 
to decline such insurance or to reduce 


the amount applied for. In such cases, 


it is many times good underwriting to 
issue a small amount of insurance, but 
not the amount asked for in the appli- 
cation 


No Statistics for “Habits” 


‘Morals’ 
interre- 


and fourth points, 
are more or less 


“The third 
and ‘Habits’, 





THE 


lated and we have no definite statistics 
to guide us in handling risks where the 
morals or habits are not strictly first- 
class. J] think it will always have to be 
a matter of individual judgment as to 


whether any case should be declined, 
rated or issued as ‘Standard’ where the 
morals or habits are not strictly first- 


more attention should 
morals in the case of 
large amounts of insurance than in 
smaller amounts. There is one point in 
connection with the speculative hazard, 
morals and habits that I wish to empha- 
size and that is—at least on large cases, 
insurance should not be issued unless 
the inspection reports cover at least 
three to five years just previous to the 
application for insurance. I know of 
cases which were issued with the Inspec- 
tions covering a period of Oo nly one year, 
the applicant having moved into the 
community from another part of the 
country one year before the application 
was taken, where the policies became 
claims shortly after the incontestable 
period had expired. 
Recheck Inspection Reports 


“In connection with the fifth point, 
the average agent is more inclined to 
question the company’s action where the 
case has been declined on account of 
the inspection report than all other 
causes, if he has reason to believe that 
the rejection was made on account of 
information received through regular in- 
spection channels. In our own com- 
pany, we adopted a rule several years 
ago not to reject or rate any case on ac- 
count of Inspection until we had checked 
the information in the inspection report 
by an alternate Inspection or from some 
other source. We have made our agents 
familiar with our viewpoint in this re- 
spect and there are practically no com- 
plaints from agents today relative to 
inspections, while before we adopted this 
rule they were fairly frequent. 

Consider Race and Habitat 


class. Certainly, 
be paid to the 


“The sixth and seventh points, ‘Race’ 
and ‘Habitat’, are also interrelated to a 
certain extent. The question of insura- 
bility of Japanese and Chinese in this 
country is confined very largely to the 
western portion of the country. The 
problem of insurance for Mexicans is 
confined largely to the states bordering 
Mexico and probably the bulk of the 
applications made to our company upon 
the lives of those having Indian blood 
come from Oklahoma. It is our practice 
to decline applications upon the lives of 
Japanese and Chinese, even though from 
a mortality standpoint they might be is- 
sued upon the sub-standard basis. We 
have in mind particularly the fact that 
their native 


these men may return to 
countries and there may be a strong 
doubt as to whether the insured was 


the one who really died and was buried 
at the time the policy was supposed to 
have become a claim. This would be 
especially embarrassing if the insured 
died while in Japan or China, unless a 


company was operating in those coun- ! 


tries. Our company does business in 


the states of Texas and New Mexico 
and our general rule is to decline Mexi- 


cans for insurance, although some, who 
have either been born in the United 
States or lived in the United States for 
a long time, have been issued small 
amounts at Standard rates. On such 
cases, however, we usually require that 
the applicant be of the higher type, usu- 
ally in business for himself and not a 
common laborer. Our rule on Indians 
is not to accept them, if the applicant 
has more than one-fourth of Indian 
blood. There are some high class risks 
among the Indians, but usually if agents 
are given to understand that the Com- 
pany will consider risks upon Indians, 
Mexicans, Chinese, Japanese, etc., you 
will have more rejections than issues 
among them. It is well to have rules 
against general aeceptance of these risks, 
making favorab le exceptions from time 
to time and it is best to have them sub- 
mitted by a preliminary application be- 
fore the examination is made 

“In connection with the eighth point, 
it is very desirable that the medical di 
rector and other members of the risk 
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committee have as wide an acquaintance 
with and knowledge of the agents of the 
company as possible, as many times the 
agent has information which goes to the 
home office, together with the applica- 
tion, throwing light upon some peculiar 
feature of the case and the weight to be 
given to this information should depend 
largely upon the character and reliabil- 
ity of the agent in question. We in- 
struct our salesmen at conventions and 
agency meetings to give us any special 
information in connection with a case 
when it is sent in. It is the policy of 
our company to have the medical direc- 
tor attend the general agency meetings 
or schools of instruction as well as to 
make occasional agency trips with er 
bers of the agency committee. We be- 
lieve this has resulted in much good and 
has brought about greater co-operation, 
not only between the salesmen and the 
medical department, but between the 
agency and medical departments. Each 
learns to appreciate the other’s prob- 
lems, the salesmen learn that the medi- 
cal directors are human and not holding 
their positions with the Company for 
the express purpose of cancelling com- 
missions, which from their point of view 
they have already earned in completing 
the application and getting the applicant 
examined, and, on the other hand, the 
medical director finds that the salesmen 
are a high grade group of men and he 
gets their viewpoint much more readily 
without destroying his efficiency from 
the standpoint of selection and such re- 
lationship unquestionably makes for 
closer harmony between the salesmen 
and the medical department. 


Use Only Authorized Examiners 


“The foregoing practice has also very 
largely eliminated what was once more 
or less of a problem with us; that is, 
the handling of applications for insur- 
ance where the examination was made 
by an unauthorized examiner of the 
company, there being one or two regu- 
lar examiners in the community who 
presumably were available. The medi- 
cal director at various agency meetings 
has been able to explain the company’s 
attitude upon this point and show why 
it is of great importance to us and a 
saving of time and money to them and 
how they will get better service, etc., by 
using our regular appointed examiners 
at all times and that in such rare cases 
as do occur, to give an explanation of 
why the regular examiner could not be 
used. 

Examination Up to Agent 


“In connection with getting examina- 
tions on incomplete business, I believe 
the secret of reducing such unfinished 
business to a minimum is in the early 
training of new salesmen. The medical 
department and agency department 
should both make it a point with new 
men to impress upon them that it is 
their duty to see that the applicant is 
examined and not the duty of the exam- 
iner in the field. Of course, the exam- 
iner in the field should co-operate as 
much as possible, but it is the sales- 
man’s problem to get the man examined 
and that should be thoroughly im- 
pressed upon him when he is green in 
the business and it can be more readily 
accomplished by the agency department. 
It is in such points as these that close 
co-operation and a friendly relationship 
between the agency and medical depart- 
ments result in great good to the or- 
ganization. 

“A source of constant petty trouble 
in many companies is the charge back of 
medical fees to the salesmen when they 
have violated some rule of the medical 
department with reference to an exami- 
nation. In such cases, our practice is to 
charge the medical fee where a rule is 
violated. If protest is made by the agent 
against the charge, it is removed, if he 
can make out a satisfactory case and it 
is removed if the salesmen is new, but 
he is warned at the time that there will 
he no excuse for waiving such a charge 
in the future. 

Forces Brought Together 


“Many 


business, we 


vears ago in the life insurance 
had no such thing as a 
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SEEK CITIES BUSINESS 
COUNTRY PRODUCTION BEHIND 


Many Life Companies Are Putting in 
Their Best Licks on More Con- 
gested Centers 


A number of life insurance companies 
that have been devoting the larger part 
ot their attention to the country dis- 
tricts in the central west and nort hwest, 
have tound it very advisable to give 
most of their time to the cities which 
are in a more prosperous state than the 
agricultural Some 


areas. companies 


have received 90 percent of their busi- 
ness trom the farmers and citizens oj 
towns in iarming communities. 

Life insurance men find that but few 
of the agricultural centers have “come 
back.” Where farmers are raising prod- 
uce that find a ready sale they are 
thrifty. This is true in the dairying 
sections. The farmers became so in- 
volved that it will take them a long 
time to pull out of the hole. They are 


still on the wrong side of the ledger and 
are in a bad way. It is true that 
ditions have improved to some extent 
but life companies say that they can 
get more for the dollar expended in the 
cities than they can on the farms at 


present, 


con- 


Getting at the Cities 


keener in 
Some ol 


Hence competition is far 
the cities than it has been. 
the medium sized and smaller companies 
have kept away from the cities because 
of the higher expense. Then again the 
mortality was not so favorable for then 
because they had considerable josie 
age business thrust at them. In order 
to make a dent in the cities they had to 
pay higher commissions than they did 
in the country. Agents had to be 
financed and the general overhead was 
far greater. However, under present 
conditions production is far more 
factory in the cities and they are be- 
coming the feeding ground tor many 
more companies than ever betore op- 
erated in them 


Satis- 


Wanamaker Takes $1,500,000 More 


month, Rodman 
past 60 vears of 


During the past 
Wanamaker, who is 
age, has been insured by American and 
Canadian companies for more than 
$1,500,000. This makes the total insur- 
ance on his life more than $6,000,000, 
the largest amount ever carried by any 
one man. He was the first business man 
to be insured for $1,000,000. The large 
line written last month was the work of 
J. Bickley Simpson of Philadelphia. It 
was necessary to include practically all 


of the American and Canadian com- 
panies to secure the amount. 
Rodman Wanamaker was the first 


business man to be insured for $1,000,- 
000 or over. His father, the late John 
Wanamaker, was for many years the 
most heavily insured man in America. 


numerical method of rating risks and 


did not have risk committees to pass 
upon doubtful cases and determine ques- 
tions of company policy which con- 


stantly arise. In our own company at 
least, the formation of a risk committee 
has brought the field force and the med- 
ical department much closer together, 
which, after all, is really the big prob- 
lem. Each department must have an 
understanding of the trials and tribula- 
tions of the other department. At the 
same time, many of the points arising 
are questions of company policy and 
the medical director has the benefit of 
the advice of others who are competent 
to give advice upon many of the ques- 
tions arising. The committee is also an 
added advantage to the medical director 
in relieving him of part of the responsi- 
bility of charting the best course to pur 
sue in connection with these matters.” 
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PENN MUTUAL MEETING 
GENERAL AGENTS’ CONVENTION 


Old Officers Reelected at White Sulphur 
Springs Session—Notable Program 
Presented 


The Penn Mutual held its first agency 

nvention of the vear at White Su 

ur Springs, W. Va., last week with 
" ee e the ¢ 


ttendance trom all parts o e <¢ 
The meeting was that of the Penn 
\iutual Agency Association his or- 
inization is made up chiefly of the 
mpany's general agents, and it will be 
] ved later 1 the vea ] ec il 
vent Ss 1 several s € 
r | the four davs ere were 
x ess s together: Ww ere s 
ll-group conterences 
\s ; i Penn Mutual « ve ons 
r home office was strongly) repre 
sented, each de} irtment sending an oft 
so that the work ot the ganiza 
1 as a whole during the vear could 
described at firs ha ques 
ns answered and suggestions dis 
issed The home ome group 


luded President Wilhan \ Law 
\gency Vice-President William H. 
<ingslevy, Dr. Harry Toulmin, vice-pres- 
ent and medical director; Dr. J. P. 


Hutchinson, associate medical director; 
Sidney A. Smith, secretary: George R 
White, associate actuary; M. L. John 

n, assistant actuary; Harrison S. Gill, 


uperintendent of applications and « 
laims; J Howard Jefferies and Ralp! 
Humphreys, assistants to the vice i 
lent: E. Paul Huttinger, tax expert in 


the law department: William FP. Bantz, 
mortgage department; Thomas R. Crow- 
ev, agency department; A. E. Veith, 


home office field representative; Joseph 
M. Conover, purchasing agent; Stew 
rt Anderson, manager bureau of field 








What The Inter-Southern Life Says About 


LIFE INSURANCE EDITION 


—. Fourteen trustees—a majority Some Observations by a we tries to put himself in 


the board—were in attendance. a man and imagines just 
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The Soda-Fountain Boys 


MANY A BIG MAN started life as a news-boy; others as a soda-fountain boy who 


moves back into the drug department, and finally to the prescription case. 


IN MANY WAYS, he will never dispense better medicines than he did up at 
the soda fountain. Carbonated waters are healthful. Pure ice-cream is like 
milk, excellent food. The dispensers of ice-cream sodas made from pure unadul- 
terated creams, milks and chocolates with carbonated water, are the dispensers 


of healthful foods. 
PROVIDING YOU ARE SERVED with good, clean, wholesome ice-cream 


sodas, instead of other concoctions. 


Get the Soda-Fountain Habit 








Gains for 1923—Forty-Two Per Cent. 
oe The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
CaS a. net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
OWNED BY THE COMPANY c A o ee ’ 

The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of | 
$25,911,170, or forty-two per cent gain in insurance in force. 
The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 

LOUISVILLE JAMES R. DUFFIN, President KENTUCKY 

Eighteenth Year 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts to 
agents. 
Several splendid agencies 
open in Iowa. 
Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
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THE 


DISABILITY COMMENT 


SHOWS MORTALITY RELATION 
George Graham, Speaking Before Medi- 
cal Section, Tells of Past Experi- 
ence and Probable Trend 


ATLANTIC CITY, N. J., June 4— 
Speaking on “Disability 


Applications 
and Claims” before the Medical Section 
of the American Life Convention here 
this week, in discussion of Dr. Baker's 
paper on this subject, George Graham, 
vice-president of the Central States Lite, 
commented, in part, as follows: 


Still in Elementary Stage 
“It is the responsibility of the actuary 
to substitute facts for impressions and 
when the facts are available to him he 
is certainly in a position of advantage 
as compared with those who are com- 


pelled to rely upon general observations 
and impressions. 

“Unfortunately the solution ot the 
problems ot disability insurance, and in 
particular those relating to the present- 


day benefits, are still in the elementary 
stage with few facts assembled as yet 
from which to prove or disprove our 


impressions. 

“We all know that the granting of 
disability benefits is of recent develop- 
ment; an analysis of an experience which 
up to date is bound to be limited in 
duration will show somewhat different 
ratios from those that may be expected 
after a sufficient period of time 
elapsed so that the disability business of 


has 


the companies will correspond more 
closely to the life business in the mat- 
ter ot age distribution and duration. It 


is possible that as the average age ot 
those enjoying disability benefits ad- 
vances the proportion of disability claims 


from tuberculosis of the lungs may di- 
minish and there may be an upward 
tendency in the ratio ot those claims 
caused from such diseases as are more 
common at advanced middle lite, such 
as paralysis, cancer, heart disease, dia 
betes and Bright’s disease. In other 
words, such analyses as have been pos- 


sible up to date may over-emphasize the 
tuberculosis and under 


the 


importance of 
rate the degenerative 
diseases. 


signi ance ot 


Disability Plan Suggested 


with impaired lives 
suggests a 


benefits 


“In connectior 
general Dr. tor 
the granting of disability that 

place the great majority of the 
risks accepted ior lite imsurane 


as to the cost ot 


Baker basis 


would 


parity 

ability 
percentage 

premium as is shown by 

} 


rating plus an additional 


except 
benefits. He suggests same 
the normal dis 


the lite 
25 percent oO 


mcreas¢ in 


ability 


the normal disability premium and advo 
cates the rule for all cases up to a 175 
percent life rating. This rule assumes a 


I 


close agreement between the increased 
disability and the increased mortality ot 
impaired grou with a margin for satet) 
of 25 percent of the disability premium 

In a group of substandard lives rated 
or lite imsurance purposes, to illustrate, 

175 percent « the standard rate, it 
is unlikely that the mortality will main- 
tain a uniform increase vear by vear ot 
75 percent over the standard; rather in 
many groups we may look for substan 
tially less than this in the vears imme 
diately following selection with a rather 


rapid upward trend thereafter to a peak 


which may be well over 175 percent ot 
normal followed again by a -downward 
tendency gradually approaching, it not 
actually reaching normal after the lapse 
of perhaps 20 or 30 years 

Substandard Experience Differs 

Among substandard groups, the rate 
of disability may be expected also to 
take an uneven course and as the risk 
when accepted may be said to be parti 
ally and temporarily or partially and 


permanently disabled the barrier be 
n good health and total and perma 


nent disability is certainly weakened, 
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RESIDENT R. W. STEVENS of 

the Illinois Life points out a very 
obvious fact, which, however, too many 
agents do not recognize. The only way 
in which to find out if a man is open to 
life insurance is to ask him, and it nat- 
urally follows that the greater the num- 
ber of men asked each day, the greater 
the number of prospects. An active 
agent who is really working should be 
able to make 25 straight canvasses a 
day. Out of this number perhaps two 
applications may be written, about four 
prospects developed, and 19 men found 
who are not open to life insurance and 
time should be 


upon whom no more 
wasted. By following this plan con- 
sistently, the waste material in the 


agent’s locality will soon be eliminated, 
and he will be in a position to spend 
his best time and efforts only upon such 
men as he knows are open to insurance, 
and willing to consider the proposition. 

Mr. Stevens that men who go 
into the life insurance business to win, 


said 


even though they have only ordinary 
selling ability, can win on a straight 
canvass system. The price of success 


is hard work, and even though the sales- 
man may not be a genius, he can obtain ! 


possibly to a considerably greater degree | 
than indicated by the additional life rat- 
ing. Moreover, after disability has oc- | 
curred the period which will elapse | 
betore death ensues may be longer be- 
the slower progress of the 
disease than when a standard risk is the 
victim. Under such circumstances we 
would be faced with a doubly untavor- 
able situation consisting of a heavier 
disability rate and a lower mortality rate 
after disability. 

“Mr. Little of the Prudential has | 
called attention to a special class in his 
company consisting chiefly of over- 


cause of 


weights and occupational hazards on 
which an extra mortality of about 30 
percent was expected, which showed 


only 20 percent actual increase over the 
normal mortality, but disability rate 
experienced was nearly double the nor- 
mal. 


the 


Does Not Follow Mortality 


“Again in connection with occupa- 
il hazards, Mr. Little has stated that 

in the group department of the Pruden- 
tial the clerical group showed the 
mortality and the highest disability, 
being greater than the disability among 


low- 


t 
es 


niners, railroad and steel workers. The 
miscellaneous group was second lowest 
in mortality and second highest in dis- 
vility. 

“In the analvsis of deaths by causes 
nong the industrial policyholders ot 
the Metropolitan it was shown that the 
clerical group and a number of other 
occupational groups ordinarily rated as ! 
standard risks for life insurance, such | 


as printers and 


compositors, plumbers | 
textile mill workers, | 
need a substantially higher death 
tuberculosis than many of the 
occupational groups 1 account of 
A > 


rated on 
mazard as substandard for | 


rs and 
rom 


act ice nt 
lite insurance 


“Many of the occupational groups 


with high death rates trom accident ex 
yj rienced less than the averayre death | 
rate from tuberculosis rhe highest 
death rates from accidental causes in 
hazardous occupations occur at those 
ages where tuberculosis is generally 
most evident and doubtless tend to de 
crease the number of deaths that would 
have resulted ordinarily from tubercu 


losts 


Future May See Change 


high 


caused 


“Having in mind the 
claims 
entirely 
experience ot the 
borne out by tuture 
least seems to emphasize 


percentage 
trom tuber- 
possible that the 
Prudential will be 
investigations. It at 
the importance 
of tuberculosis as a cause of disability, 
and while | have indicated the possibil 
tv that future will 


of disability 


culosis it 1s 





analyses show a | 


|} it transcends 


success by consistently following the 
straight canvass system. 
‘ * * 
ILDRED DRYFOOS of the Eric 
Pa., agency of the Connecticut 
Mutual experiences no difficulty in find- 
ing prospects. They are everywhere 
and can easily be found by anyone wi 
will keep his eves open. 

Recently while she was returning to 
Erie, the train was held up for 
five hours by a wreck, and naturally the 
passengers began to get restless. \ 
man who seemed to be about 50 began 
talking to her, and noticing her briet 
case, asked what she was selling. This 
gave a splendid opening and tor two 
hours they discussed life insurance as a 
method of creating an estate and dis 
tributing it by contract in preference ta 
building a general estate of stocks, 
bonds, etc., and distributing it by will 
She made an appointment to see him 
in Erie the next morning, and returned 
from that interview with a check in full 
for the first annual premium together 
with his application for a ten payment 
lite policy. He was in Erie on business 
from another city but his policy was 


about 


| issued and delivered to him on his next 


trip to the city. 


diminishment in the ratio of disability 
claims caused from tuberculosis, I ex- 
pect it will continue, in spite of the 


success with which it is now being com- 
bated, to be the principal cause for 
claim. Indeed as a factor in disability 
all others in importance 
and must therefore be given most care- 
tul consideration by us. 

“The tendency ot the companies in re- 
cent years has been to become more 
liberal in their treatment of applicants 
tor life insurance benefits who report 
tubercular history. Many cases of aver- 
age weight or better with one or more 
cases of tuberculosis in the family his- 
tory are granted standard rates for life 
benefits and an examination of the 
classes reported in the medico-actuarial 
investigation indicates that those with 
only one case ot tuberculosis in the fam- 
ily history, of good weight and over 30 
vears ot age, eligible for life insurance 
at standard rates, may be granted the 
disability benefits as freely; but where 
two cases of tuberculosis are reported in 
the family history, even among 
weights, the death rate from tuberculk 


over- 


sis was tound to be about twice that 
among standard lives of the same 
weight. Among underweights with a 


tubercular taint in the family history the 
death rate trom tuberculosis was trom 
two to tour times the standard. 
“Provision for a 75 percent additional 
mortality in connection with life bene 
fits would cover cases of extreme under- 
weight at the younger ages with 
two or even three cases in the family 
history. Reterring again to the medico 
actuarial investigation, we find that in 
these groups the deaths from tubercu 
losis may run as high as four times the 
normal, and if we assume that all cases 
of tuberculosis are preceded by 
period of disability and that the mortal 
itv among lives disabled from tubercu 
losis is different f that among 


one, 


sonic 


not trom 
all disabled lives the extra loss sustained 
among such substandard groups tron 
disability caused from tuberculosis would 
call for substantially more than double 
the standard disability rate. The further 
fact should be kept in mind that dis 
ability claims arising from tuberculosis 
are among the most difficult to handl 
and that such claims will generally 
pear in the early vears of duration 

“To grant disability benefits to all ap 
plicants factor 
and where rating for lite 
benetits not exceed 75 
seems to me to be extending the ben 


ap 


where tuberculosis is a 
the 


does 


Insurance 


’ 


percent 


t 


fits somewhat further than statistics at 
present available to us would warrant 
even with a further 25 percent addition 
to the extra premium.’ 
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More Work, More Enthusiasm, More Business 


gained, this have the 


There is nothing to be ever, remedy for it all, as far 
from dodging tacts Life insurance as their business is concerned, in their 
men might as well face the situation and own hands. Redoubled efforts should 
decide what is the best way to overcome be their business slogan. If five men 
the d Itic vhich are now in the have been seen in one day for new busi 
vay good production in 1924. There ness, let ten men be the present quota. 

C tt whatever that there Let more and more care be given to the 
i D ‘ business account. presentation of life insurance in its posi- 
Perl 5 ief reas for this is the tion of a stabilizer of business, a rock 
certail business men regarding that has, always, withstood the worst of 
he Mair ( led with the political storms Business insurance, insurance 
t ( g s has failed to gain r the protection of the home and those 

I ! f e the tax situation 1S in it, endowments for old ; ill these 
Vv <¢ nd s known what ire the things that s uld have, just 

e@ < t line the stat \ espe ally a es ecial 1rorce ind 

ffairs Washingt s such that applicati to the needs of the public. 
lack of confidence in our Life insurance men should always be 

egisl la teeling that the polit - les « bette bt ness and, no mat 

] ( t one W cn ter hat the 1 think or know about 

1 Il t! ; fe ¢ poor business « litions. th should 
£ r ever t class cala t how! 
¢ ‘ j S 
Agents on a Higher Level 
( g lod ( seld finds g life 
give ‘ t 1 ilesman who thinks he 
r é I e¢ é I ear something new Chere 
‘ ‘ \t one time } different eas ¢ salesmat 
t mat! pt ( lie t live ituati 
s ——_ erist 1] that 
t i ‘ ed all that there to | 
: ‘ ; 4s s are sales 
t wart ; : a other 
1+ ahee ofes ive d « ess 
] | r¢ ] 1 t dard ¢ 
‘ woe . gent 
t vrite la 
( if t Oe) 
t re ly eve ‘ t ug 
‘ { ? r L’e ‘ ioe t 
‘ ma tiie ear 
Specializing in Groups 
‘ , 
j 
? ‘ 
‘ ‘ ‘ t il 


Thomas Rockefeller Weddell oi ‘ 


cago, editor ol the “Insurance 


and Chicago resident associate 
the “Insurance Field, this week 
rounding out 25 years of service in 


Mr. 


journs 


work 


newspaper 
trade 


taking up 
newspaper 


insurance 
dell prior to 


: 
was in the daily 


Chicago “Tribune” 
“Re cord 


with the 


of the 
of the Chicago 
became identified 


editor 
then 
He 


trade insurance 








} 


the 


Wed 
alism 
field in Chi 


cago, and at one time was publisher of 
. daily paper in Peoria, Ill. He started 
his insurance newspaper career as insur- 
ance editor of the Chicago “Inter- 
Ocean.” Later he became insurance 


and 
Herald.” 
regular 
press by writing for the 


hi- | 
Post,” 
editor of 


“Insurance Post” and later became part 
owner of the publication. There 1s no 
man in the west who has done more 
faithful reporting or been more intelli- 
eent in news discrimination than T. 
Rockefeller. He has the genius tor get- 
ting news and for presenting it 1n con- 
vincing style. He is as youthful and 
nthusiastic now as he was 25 years ago. 
B. Fred Reinmund, of Mowrey & 
Reinmund, New York City Metropoli- 
tan managers of the Aetna Life, and 
prior thereto for many years general 
avents tor the company it New: irk, N 
1. died suddenly at his home in Engle- 
wood, N. J. last Friday. He was a son 
f former Insurance Commissioner 
Reenene of Ohio, and prior to going | 
vith Aetna Life, was agency super- 
woe aod for the old Brooklyn Lite. | 
Funeral services at his late home on} 
Sunda was largely attended Presi j 
dent Brainard and other company of- | 
ficials being present from Hartford. 
By an election freak, Ser r George 
Wharton Pepper, sanding ‘ anal of 
( Per n Mutual Lite and honorary 
membpe f the PI iladelphia \ssocia- 
| 1101 ( I n Underwriters, last wee k 
| becan cal ite tor ¢ gress in the} 
ourth district of Philadelphia on the 
Pr hi tion ticket Mr Pepper | id two 
competitors for this unexpected nomin- 
it ! | ich ot the three men received 
1 te Under the law the secre- 
the commor ealth had to draw 
iots to decide who won the nomination 
1 Mr. Pepper's 1 e came out first. | 
\n ne the life msu ce men wh 
re tive 1 sery ge du ee the S ne 
nvention in K sas Citv this week are 
two Centr al | 11¢ of Iowa met Charles 
H. re general agent at Kansas 
} City, ee the registratior 
committe | John P. Stake, superimn 
tendent of t vern division, is his 
¢ <t ‘ The had oor ; ~* 
! nd s } dl the revist 
r the of SI ers 








A. J. Campbell, manager of the Cer 


Pranch office of the New York Life 
( ‘ located 1 his new 
! ’ ‘ ‘ " : 1 the New Vi 
| 1 1 up ‘ 
ct pied ] ( d 
}space. R. E. WI 0 
| ‘ P ] 1] 1, at 
ir M 1 he 1 at ter 
| a 
] Vir ¢ Be 
| Mi | 
( | total be * 18.900 
| » ; a 
* i,t) ‘ ; 
| - = 
| Edwin R. Rinker, agent of th 
\f tt Moutual | t Seattl 
‘ ’ i ' 
ré ( ‘ 1 Age 
Hy ¢ ; ‘ ee ¢ floure 
il « t ‘ ? d 
the pl j ‘ ' 7 
le ] lead 
t t put t F rst J el eC. 
\f ( ] tell thy tne 
Mr. Rinke ] hee ] 
e last Novembl called not 1 
1 ] il ‘ ’ 1 ' 
( er the S ttle er 
‘ +1 . ] 





cold can\ succeeded 


iss eet 

interested in insurance to cover tl 
obligatio1 The prospect told hi 
he wever, that he had a very good friet 
in the insurance business with one of 
the other I imies, with whom he |} 
lunch ver equent! and that he fe 
morally obligated to take a policy wit 
him rather than with any other com- 

anv. Mr. Rinker then encouraged hir 
o take the insurance at once with the 
other company and sold him so con 
pletely the idea that he called up | 
triend the same afternoon and close 
with him for a $25,000 policy 

‘The way in which the transactior 


was handled so impressed both the 
prospect and our competitor that tl 
latter presented Mr. Rinker = shortl 
afterward with a handsome gold watch, 


upon which the 
‘For Exemplary 
tion.’ 


following was engraved 
Conduct in Competi 


Albert Laib, general agent for tl 
Standard Life of St. Louis in Chicag: 
Is recovering in a Chicago hospital fror 
two recent serious operations H 
hopes to be back on the job within 


davs 


President Isaac Miller Hamilton . 


the Federal Life of Chicago, who has 
been on a trip through Oklahoma and 
Texas, has now gone to the Pacit 
Coast. The Federal Life is operating 


Calitornia. President Hamilton will take 


trip to Europe this summer some tims 
tter his return to Chicago 
Glen Hudson of the W. G. Hunt 


the Kansas City Life 


1 
Lake City wrote over $1,000,000 of b 


vencyv ot 


usi 
ness between November and April. Thx 
plan he systematically tollowed was 
dvise a monthly income policy to pro 


ject irning capacity int 
ump sum poli 


ttedness incurrse 


the assured’s ¢ 
small |] 
inde 


he future and a 
oft the 





ith. Mr. Hudson has been producing 
i very high quality of business, as ‘ 
0 percent ot his premiums are paid 
( sh on lelive V 
Dan O'Neill, general agent for tl 
Lincoln National Life at Fargo, N. D 
1 spendi v spare moments snatcl 
rom the fe insurance game, arduou 
studying the gentle art of “toreac 
| g acquired a prize bull 
O'Neill Is a great rac » « 
d in irdent competitor 
ed and sundry prizes that 
m time t time by br ideas 
mn ations. So the most itural thi 
I him Was the st di A ‘ i 1 CsS dat 
that it him t ‘ npetit 1or 
party ot the rst pi in a bull 
ne xg iwa b i Chicag stat 
evel cve 5 +e 


“M. A. a issociate general agent 


ester! Mutual Lite 
Os I Wis, headed an invading te 
Osh golfers who went to M 
rukec th wee t neet he Micl 
vaukes volt club octette Incidental 
the Milwaukee team vw { 


Carroll's brother 


Roy E. 


y} S cler} ¢ thre othee 
Nort est M il Linke \ 
thy F te ¢ } ly devel 
' ter ‘ nce mee 
the ‘ t We tie val te 
e QO Carroll eott 
‘ ; trate ] 
( l’a be I ! ime 
‘ bit rothe ‘ the 
’ \f 


John Atwell, ma ile 
rine lett; a | 
(ire ¥. ¢ ho had 
: ' rat ‘ 
‘ ‘ ot ‘ ‘ } ’ ] 
' te ! () } return t 
fice Pre ent Julie Price 
’ ! ‘ +} < : 
ti Mr. At W he lol 
to | Mr. Price looked at 


tting hin 


at Salt 


Carroll, 








— 
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ama and said, “Why, John, 
1 awtully glad to see you back but, 

u know, I didn’t recognize 
yut your appendix.” 





John G. Walker, president of the Life | 

Insurance Company of Virginia, is plan- | 

in ning to leave the latter part of this} 
end month on his annual trip abroad He | 
of be acce mpanied by his Siste¢ | 


Miss Annie Rose Walker, and will] 








telt gone tor several mx Wx Rae 
\ogzers vice-presidel < the com- 
i s just ret ed f trip 
Lit d He was 1e | : 
3 cae | ime Is Power 
1 seas with their l- 
t \W. Cox, whose \ 
sed t he it the America el iss t 
i ‘ Mrs. Rogerson will return mit 
iol the summer. 
th aie | 
the W. C. Schuppel, assistant manager 
tl the Oregon Lite of Portland, Ore., has | Che Telautog? iph tells time story fot! 
called to § lll., on a 
t of the illn father. Mr. | The Lincoln National Lite Insurance Company. 
™ ypel s rted in the é Insurance | , 
ess v the Frank ] € < 


- , It is almost uncanny the way the Telauto 
ze Edgar C. Fowler, general agent for | Exceptional Agency ’ . ere, ea — 
nated 3 graph works. It is an electrically controlled 





: the Lew ] Fa, utual in Chic izo Oo <a° - 
I s been placed n charge ot the lune portunities ] ' ] ' ] ] li 
30 lee Geek Wendiians anions tm’ mmmendinn | NOW device that instantaneously duplicates a writ 
is company For many vears this | , i tru 
c f. # Hi } Ell MeESsace hy disp Vil Il ( > u 
as been Vid Policvh yiders in - - 
( } \ naland \f. . ° ° 
2 ‘New England. Mit ments of the series a written tIacsimile ol the 
_ i i¢ Was pra iCall\ n « I ot the iar acer oe us rs 
Romie Raaer cae eee Prescott, Arizona words penciled on the sending machine 
sident ppel, which resulted in a ; 
, month by $4,000,000 than ever | New Brunswick, N. J. 
Ke e in the history of the compan) 
1e , ; eee a ' . . . TT * a) ‘ . h cy nN. 914 11 1 tor bri 
( ee Anderson, general agent at Riverside, Cal. The Telautograph syst Ss used I rietl 
les Moines, president of tl veneral 


gents association, passed the real re Pueblo, Colorado communications between the service depart 
nsibility for the April drive to Mr. : 
wler. Springfield, III. ments located on each of the tour floors ot The 


Edward Augustus Holyoke, specia] Bedford, Indiana incoln National Life Home Office Building 
gent in Omaha for the Franklin Life, 
ed of heart disease at his Omaha Marshalltown, Iowa 


a Port Huron, Mich. 
ese sonal . ; a Joplin, Missouri ments employed to bring the several depat 
_ Santa Fe, New Mexico ments of The Lincoln National Lite together 
ro & — pte a Durham, N. C. to aid them in working as a unit. No time is 
} <cah hes : pr i For 8 ge Mansfield, Ohio lost in carrying on their interrelati 
ne entire hos Uniontown, Pa. 

= i oe 7 int ae ¢ Knoxville, Tenn. t is this speed 
ieee Ge eee ol served Vancouver, Wash. t] places 

“, “events that, though there Madison, Wis. cross the street” 


he al ¢ ¢ ere 
od So the winsic Gane 
hell, well. thevedhocs cad: tennet LINK UP with THE 9 LINCOLN 
ce occupied ‘ fter | . 4 
( esice t t e ¢ } 
ne i ee ee The 


poo! Lincoln National Life 
nsurance Company 


‘Its Name Indicates Its Character” 
J. B. Stader 


Koneas tern Missouri Lincoln Life Building Fort Wayne, Ind. 


ue experiet ven Now More Than $300,000,000 In Force 
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THE NATIONAL UNDERWRITER 


——SSSSpSs=] | with headquarters at Elizabeth City, 








= — 


N. C. J. A. H. Robinson is state agent 


LIFE AGENCY CHANGES 


for Connecticut with headquarters at 
Bridgeport, Conn. W. W. Philbrick of 
Spokane, Wash., will organize Idaho. 








WILL SUPERVISE CHICAGO; WEST COAST APPOINTMENTS | 
o PN | Charles Freed and H. D. Galloway 


H. C. Springston Takes Over Field for 


Standard of St. 


Managers Named 


Che Standard 


named Henry C. 


Life of St. Louis has 
Springston, formerly 


a member of the 


maurice & Springston, manager of 


hicago agencies. 
ot his time to the 


charge of the Chicago terr 
ne 
Standard Life an or- | Salt Lake City as district manager. 


He assumes his 


and brings to the 
ganization composed of 20 full-time men. | Fred 


John T. Harley, 


Farmers & Bankers, has been made | art, superintendent of agencies in the 
Indiana state manager for the Standard 
Life, with headquarters in Indianapolis. | territory covering Utah, 














Some Promotions Made in Important! The Liberty Life of Topeka, Kan., 
has entered Texas. Dallas is state head- 


Territory—W. A. Walker at Ta- 
comm Pennsiamed te Gete tebe quarters for the company and Ch: - 
Freed is state agent. Mr. Freed 
ae now pushing the organization in the 
The West Coast Life announces some | state. H. D. Galloway, formerly with 
apointments. O. W. Borg is appointed | the Federal Life in Oklahoma and} 
: is district agent working out of 


Louis—Two State 


| 
| 
| 
| 


firm of Gore, Fitz- | district manager at Tacoma. W. A. | Texas, 

the | Walker, formerly district manager at | Dallas. 

He will devote all | Tacoma is transferred to Salt Lake oe 

work, and will have | City as agency organizer. Herman G. W. Harding and W. M. Stewart 

itory agencies. | Merton, formerly agency organizer in : : 

w duties on June 1! Northern Idaho, has transferred to George W. Harding, formerly asso- 
; ciated with J. Gil Smith as manager of 


S. Stripp has resigned as agency | the Equitable Life of lowa at Daven- 

director, centra! California. J. W. Stew- | port, la., has joined with William Mc- 

. Lean Stewart to conduct an eastern 

northern department, is given additional | lowa-western Illinois district office for 

Idaho and Wy-| the Union Central Life. They will be 
" | at 307 Kahl building, Davenport. 


formerly with the | 
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Henry, Stewart, Houston, Benton, Car- 
roll and Weakley. 

Mr. Beasley is a native of Benton 
county, a graduate of the College oj 
Agriculture, University of Tennessee. 
and served for a time as county agent 
ot Henry county, from which position 
he resigned on account of illness. He 
later engaged in commercial pursuits at 
Paris, but resigned that employment t 
accept his present position. His maz 
friends will rejoice with him in his new 
vocation. 


A. J. Mellon 

The Independent Life of Nashvil 
Tenn., announces the appointment of 
A. 3 Mellon as special agent, ordinar 
lite department, at Anniston, Ala. 

Mr. Mellon is a product of Clay 
county, and is a well experienced i 
successtul life insurance man. He is a 
young man, being on the sunny side 
of 30. Being well connected and hig 
esteemed through his section of Ala- 
bama, Mr. Mellon is assured of the 
hearty good will of all his friends and 


























William Walton has been appointed | oming. 
Colorado state manager for the Stand- Leon A. Pierce, one of the company’s } acquaintances in his present connect 
ard Life For ten years he was with ; most successful personal producers, has C. H. Bunch | His father for manv vears was cler 
the Northwestern Mutual Life but more | been placed in charge of the Mission - Hl Bunch has been appointed su-| the court of Clay county. 
: ; ~~ : e junch ha een appointed su 
y was with the Michigan Mutual | district office which the company is | , ; 
: ; mia” ace a - at. | pervisor for Oklahoma for the Amer- | —_——— 
ina opening at 23rd and Mission streets, | : Nati Whi a ek meee 
— San Francisco. Thomas Fennell, an- | #4", - “we ona nue onl) cars | D. R. French 
ther of ti nea '. leading uF old, he has established a record that has — ; 
E. H. Caperton ane Se SO gp . meee PO”! norned for him this respoasibic position. | D. R. French has been named agency 
- j ; . ducers, will be given charge of the of- | *“” my cee ee ; supervisor for the Oregon Life in east- 
Sapa, We is made a fice to be established at Fillmore and ye , i on Oregon and eastern Washing 
$ ~ << — ( oe indianapolis (Geary streets and will hz ‘aoe Ja k Bankers Reserve Appointments Mr. French has been a member of the 
a ] oduct havit mg ea per- | Seaman associated with him 1. P. Hvland has been made Cleve-| staff of the Oregon Life at Portland 
so! productior Nnaving ied the entire - — vs a oaaiaal FS ; » es oe | for ~onsiderable ‘rind 
Sr geynanecrnnag lg “ote: Porro med yearn T. J. McMinimee land manager of the Bankers Reserve} for a considerable period. 
' a | 1 appon 1 gen > J Life of Omaha. ——— 
: “5° . = company 7, ( — d Thomas J. McMinimee has been ap- R. A. Young has been appointed man- W. A. Webb 
: ye ag my : peli ss pointed general agent of the Prairie Life | ager at Lexington, Ky., for the Banker W. A. Webb. for rly rj i 
, ie imsurance a I€W) of Omaha for southeastern Iowa, with} Reserve pela shige. a Superintendent 
€ as commer headquarters at Shenandoah, Ia. as ot agencies ol the Security Life, is 
ia Cleveland his Daniel E. Beasley now manager tor the Travelers Liie oi 
hea the time. H : ‘ : Canada at Hamilton. He has charge 
ther quaintance al North American Appointments Daniel E. Beasley announces his con-| of Hamilton, Dundas, St. Catharines, 
Téa m to become The North American Life of Chicago | nection with the Independent Life of | Brantford and Niagara Falls. Mr. Webb 
est nnecti He | has recently extended its field of agency | Nashville, Tenn., as district agency man-| is a capable life insurance man, with 16 
aperton, superin- | operations and has entered North Caro- | ager, ordinary life department, with! years’ experience. He has spent ten 
t company at lina, Connecticut and Idaho. Robert C. | headquarters at Paris, Tenn. Mr. Beas-| years with the Metropolitan Life and 
t ome office ‘Cotter is state agent North Carolina | ley’s territory includes the counties of! for four years was manager for 
EOL SLO LLL OLY SLO LG LOLOL GLOW L CLO LODO LOLOL VOLO LOLO LO LO LO LO RIL OLD DLO LO LY ROLY LLY YOO O LOLOL LOLOL OULU LOO LOGO, WYO LO LO LO LO LO LO LO LO Is 
me 
5 
R H. S. WOODWARD 
FY Hobson, Montana <«=-<¢ 
i= 
Ee F. L. TUCKER 
i= . . 
E 1957 West University Ave. + ~ 
EY Transfer Bank Bldg., St. Paul, Minnesota 
Ee 
SI F. B. ALLDREDGE 
iS 213 City National Bank Building ~<«¢& 
Be Omaha, Nebraska 
E 
| V. O. LAUNE 
| 501 Colorado Building + ~<z 
=| Denver, Colorado 
= A. P. OSBORN 
Ee Kansas & Missouri Division te 
Fe 801 Orear-Leslie Bldg., Kansas City, Missouri 
Fs R. F. LEE 
F 2102 Magnolia Building < - 4 
RR Dallas, Texas 
= Paid to Policyholders—Over $16,000,000.00 
3 Insurance in Force—Over $112,000,000.00 
Fe 
es 
Ee 
ee a ea a CT aT a a LALO TOLD LOTTO TOLD TOTO TATION OSD TATOO TIANTIINT/EXT ANTONIA TTONTION 
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ompany at Welland-Niagara 


District. 


J. Harry Holtman 
J. Harry 


Holtman, who has been 


manager for Indiana of a western com- 


pany 


has accepted a 
representative 


ior 


osition 


some time, 


as home office 


tor the Reserve Loan Life Insurance 


( 


Indianay olis, 


Statement 


Indiana, ac- 


Guilford A 


ompany ot 


rding to a by 


Deitch, general manager and general 
ounsel for the company Mr. Holt- 
man’s duties will be those of an ex- 
rt advisor on lite insurance 
Travelers Baltimore Changes 
F. Nelson Bond, Baltimore inager 
e life, accident and group depart 
t rrav rs, } siz | t 
s te with Je ) Ap) le 
r am f App & +I | ? 
mp y is ger i gents fe d 
men for Balt H ‘ 
ded by D. E. Ruggles inag 
f ident d g ‘ = 
! nnati Ear Ss. H 
inage ( inr hee 
ted ger t s Mi ] Pe 
Stanley Cottle 
Stanley Cottle of Moose Jaw, Sask, 
is bee apointed agency manager 
\Vinnipeg or Lie Norther ] € 
ada Mi: ( le s De 
the Northe J s 
ears, wen ( " | rs 
re hi “ gland where ne ci i 
xecutive | Siti Britis Xr 
] He will be site hi 
uties v ir strat s oe 1 
ue 
Life Agency Notes 
iffice of John W Care ge 


Falls 
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EASTERN STATES ACTIVITIES 


catl al ~comr et 
> ( ! ni Ac a Life ead 
ter i Dat I | 

I s the rem! 








UPHOLD PART-TIME AGENTS) iaith devote a portion of his time 








se ; , us, ih ie ; y he 
Whe abi wb We abe ate as a abs abs ats 


Ohio State's Agency Meetings 

















ictaniiten e sol ! ] sur: al 
Two Officials of Columbus Life Com- : lem aus : ] M. Sarver and 
r ur t | } 
. . < . t sou cs | Da t iw c) ~ ‘ ; \ 
panies Give Views as to Their entivety taboeed. seanhe Gules tn ¢ % -_ ~< 1 Scag 
Employment communities would not have an opy \ Ml = ah 
ie’ > . to <« re lite nsurance thr ; | « Sarve 
COLUMBUS, O., June . ‘ ecaus ging k. H 
plovn ent part tir < g ‘ > , ‘ 
is upheld by two 1 ; O . g 
be | Ance ne wil Ve ery ! ’ : . 
the subte One P a “ s \\ t 
' “a . » > < e ~— —— >) , + . 
lely known life K MISSISSIPPI VALLEY 
Par 1mn¢ a 1] Vs e . 
ploved \ h ce s 
All comp: s s e TARGET FOR MANY OFFERINGS 
have t < n | S 
sl 
rt ; ws oe Life Companies That Have Recently 
eee ~ Bi “ : f Opened Chicago Offices “Tried Out” 
agen xe on Speculative Risks 
Tre Is ¢ | ¢ 
Eve cig oe “ 
purp g 
( é g 
Ne es 
nu “ : 
; . te 
es 
> cz la ¢ ™ 
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full \ ( 
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WILLARD H. FOSTER 
440-442 Transportation Building 
Chicago, Illinois 
J. W. A. STAUDT 
925-936 Renkert Building 
Canton, Ohio 
R. W. BROOKS 
708 Finance Building 
Philadelphia, Pennsylvania 
THEO. J. SCHAUB 


1135 Fulton Building 
Pittsburgh, Pennsylvania 


CARL FINK 
905 Munsey Building 
Washington, D. C 


ROYAL UNIO 


DES MOINES, IOWA 


A. C. TUCKER, President 


N LIFE 


INSURANCE COMPANY : 


WM. KOCH, Vice-President = 








16 THE NATIONAL 


comes a real target for the shrewd | mission thereunder. These premiums 
- , - > 
broker who has something to put over. | are not deductible. 








Builders’ Mutual Awaits License 


Holds Premiums Not Deductible 

No deduction from the taxable net The Builders’ Mutual Life of Chicago 
income of a corporation may be made| has completed the sale of sufficient stock 
for the life insurance premiums paid for | to deposit with the Illinois insurance de- 
the purpose of insuring the lives of offi- | partment the $100,000, which is the cap- 
cers of the corporation, according to a| ital of the company. There is still some 
ruling of the Wisconsin tax commission. | stock being sold, but it is marketed at 

“This policy was taken on the lives| two for one, so that the capital and a 
f the officers of the corporation at the| portion of the surplus has already been 
direct requirement of the bank from] secured. It is now awaiting the issue 
which the corporation was borrowing | ©t its license by the Illinois department. 
money,” the commission declared in its 
ruling on a specific question in regard 
to the matter. “This question has been 
before the commission on numerous 


Mississippi Valley Notes 


Oo. H. Virgin, agency supervisor of 
. - ora P the Continental Life of St. Louis, is the 
occasions, and it 1s its opinion that such| proud daddy of a baby boy that arrived 
circumstances do not modify the spe-| last week. The babe and mother are 
77 peg et e : doing é 4 ‘ely 
cific provisions of the statute and the ~ = ee ; 
ruling of the commission qe” Ke “rank McNally, manager of the Minne- 
hat life commission to the effect! apolis office of the Massachusetts Mu 
that life insurance premiums paid for! tual, gave the chief address this week 
the purpose of carrying policies on the| @t the meeting of the alumni associa- 
lives of the officers of a corporation are on of state normal school at Superior, 
} tabhl : cant 

not deductable as expenses in arriving Fred C 
ita ne taxabie income. 


4 : Anderson, for several years a 
Che fact that | special agent with W. B. Henderson & 
the tederal government permits deduc- | ‘ ae agents of the National Life 
tions such as this does not modify the| “ ermont at Kansas City, has been 


strap ae hea” “wet ppointed manager of the board of 
State law « he regulations of the com-| public welfare there 





IN THE SOUTH AND SOUTHWEST 











he house is only ten minutes by 
ule or street car from the busi- 
ness center of Dallas. Turtle Creek 
Purchases a Residence Which Will | Poulevard is the principal pleasure drive 
ot Dallas, being the keystone of the 

Hereafter Be Its Headquarters elaborate boulevard system planned sev- 


—— eral years ago for Dallas. The boulevard 


ACQUIRES NEW HOME OFFICE | tions. T 


——— aut 


American Life Reinsurance of Dallas 


The American Life Reinsurance of | runs along the side of Turtle Creek, a 
D S ‘ S irchased for its per- | picturesque little stream with large trees 
e office the E. O. Tenison! growing along its banks, in many places 
Cedar Springs and Turtle! the banks themselves being walls ot 

reek boulevards These thoroughfares | solid rock several feet high 
to Highland Park, Dallas Country Che property fronts 350 feet on Turtle 
» and Soutl Met! ist Univer Cree boulevard and extends back 250 
sity, t most exclusive residence sec-' feet on Cedar Springs. This place was 





The Systeman 
Security Holder 


A highclass leather container for 
policies of all kinds, bonds, and 
other valuable papers. 

It gives your client a service. 

It gives you a record of his 
insurance, dates of maturities, 
expiration of terms, dates when 
policies are full paid. 

You cannot use them without 
making money through their use, 
as a trial will demonstrate. 





The Price is $2.25. 


There is a large size at $3.15. 


viberal quantity discounts. 
Send me the attached slip and look over the Holder. 


| I would like to examine a Systeman 
j Security Holder. If I decide to keep it 
I will remit $2.25 within ten days. If 


! not, I will return the holder 


E. L. KAUFMAN 


Room 965 ; 
209 So. La Salle St. | Name 


Chicago, Ill. i 


' Address 
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built by E. O. Tenison and occupied as | E. Lankford, an agent for the company 
his home until his recent death. All the |in the same city, were revoked this 
while it has been one of the outstanding | week by Commissioner Button. Both 
show places of Dallas. Mr. Tenison was | were charged with violating provisions 
until the date of his death chairman of | of the anti-rebating laws. It was alleged 
the board of the City National Bank | that in writing policies they would take 
and was the first federal reserve agent | notes and then agree to allow a certain 
ot the Federal Reserve Bank located at | percentage off if the insured would fur- 
Dallas. Only a few months before his | nish names of prospects, the percentage 
death he gave to the city one of its | of reduction to be based on the amount 
largest and most beautiful public parks. | of business the list of prospects de- 
The home was built 15 years ago, ot veloped. The case was brought to the 
he very best material, It is today in | attention of Commissioner Button by 
\-1 condition in every respect, and is | competing agents. 
large enough to take care of the rapidly — 
increasing office force of the company 
lor years to come. The reproduction 
cost of the improvements on present 
a 4 } , » 29 
a a es Me ee George B. Van_Arsdall, field school 
, pli cme i ek director of the Equitable Life of New 
the property has been purchased on a Be tage Chg cael aetna tetianh 
basis that makes it a handsome invest- x Mm his sarcwes - sie pablo ore 
ment for the company. | class in life insurance salesmanship, 
It will be recalled that the American which he has been conducting at Okla 
‘ "aoe agi homa City. The address was given at 
Life was organized five years ago and 


- ? : : : a banquet with which the event closed 
has had a rapid growth. Its present in- 
surance in force is well above $45,000,- 


“You will never attain anything wort! 
without paying the price,” said Dr. 





Friday night. “If a thing is not worth 
giving something of value in exchange 
it is not worth possessing,” he added. 
‘The price you pay for your business is 
your time and in order to realize on it 


00G and new business is coming in at 
the rate of more than $2,000,000 a 
month. President A. C. Bigger states 

that the telegraph companies will install j e he 
aa : } *., | YOu must make every minute count. 
direct wires into the new home ofhce "Af t] | $ “A lip] . 

] ] Iter the banquet 6 diplom: re 
and that the reinsurance service will on anque ‘ plomas ‘were 
therefore be kept up to its present 
standard rhe company will move into see : 
’ morning and students solicited business 


- 
its new quarters soon atter July 1 


; n the afternoon, resulting in M. | 
Standard Life Texas Meeting Williams of Enid writing one policy for 
; . $235,000 in one day. Josephine B. Lin- 

» ) ? » ‘YY ? > - , 1 . “S 
President J. R. Paisley of the Stand- | coin of Oklahoma City led the women 
eo Lome and James F. | in yolume during the three weeks, wit! 

Egan, superintendent of agencies, at- | <99 739 to her credit. 

tended a state convention of the com- 
pany’s Texas agents at Fort Worth, 


presented. 
Che school sessions were held each 


rd 


Southern Notes 





Tex., May 30. The gathering was ar- : : 
ranged by H. A. Witliff, state manager “3 ete i: tas asian eg 5 
for Texas Mr. Witliff, although on ; iken by the New Orleans Belt Railroad 
the job but a _ very short time. has! This involves an insurance of about 
; $450,000 The Metropolitan handled the 





whipped together ‘a live-wire organiza- 
tion in the Lone Star state and has Te ea 

1 ° > ‘ it J ein ‘ AaASSistah ‘ SsHnier 
brought it to the point where it is e€X- | ijn the Richmond, Va., agency of the 
p cted to produce at the rate of $1,500,- | Mutual Life of New York for severa 


business 





000 per month vears, has been promoted to a similar 
i ar iat positior it Baltimore e is succeede 
at Richmond by Charles Jenness 











Follow World Flyers in Contest hitherto a bookkeeper in san Richmond 
otlice 
is iacdaae teed tas oe ter oe PACIFIC COAST 





a nee tes flyers in their trip | COLLINS’ SUCCESSOR NAMED 





we — vag nce | Elmer S. Nelson Appointed Superin- 
rs ' rpg tence, 3 “ ’ tendent of Field Service by the 
t re represented by different « Pacific Mutual Life 
P es . ae 
- Che appointment is announced by the 
Alamo Life Starts July 1 Pacitic Mutual Life of Elmer S$. Nelsor 
: . is superintendent of field service and 
re “ —oe aoe Tes omy ] — lca 7) ass star t editor of the “Pacific Mutual 
. 7 , , ; . News,” to succeed James L. Collins, 
e company expects to begin writing ; ge : 
ct aiags ie , Lamnmacnenent te eanihe \\ rece! L\ resigne | to become vice 
that 68 Sar Antonio business men havs president o the New World Life at 
: al a ae ah sect, | opokane, Wash. Mr. Nelson has bee 
’ bagel aa 5 > prt gpm member ot the staff of the \ niversity 
' y me it Calitornia, southern branch, as pro 
' roe % stg fessor of economics, which position he 
. 1 Kenne Weimer will be ; “iP etree tags “ : Bea 
poe Merlin Oates resiv ee to ReCEPS nis present appoin 
, ent i his work at the university lhe 
‘ ] we r as in } } > ‘ " 
4 actu ss. eet iving ms ruction in loreign 
: ; rade, inking, transportation, insur 
- nee ind thie princi les of economics. 
i . President (;eorge | Cochran and 
Complaint Against Oklahoma Agent etter seme ait When: Siete 
\ compl ty been filed betore thier taff of officers and heads 
t O 5 | ce Boa epartments of the Pacific Mutual 
i ©) ‘ ‘ t] ( t ( d 1¢ 1 l nk ( M 
‘ Okla \ngeles las veel M 
| l ] ( r 1 bri t Ss were 
. , ‘ ( ‘ ‘ t ‘ esent, 
( ( ( RKeed ‘ ‘ uw ft v cle ee perso! 
It llewe that © ce! rot i 100.000 rie d d esteet j which M ( 
hie theathes 1 nat writ ti, Ls Sete Say al > Wests “ealeain 
‘ ce i 1 ‘ 
( tie \ ‘ the event w the ¢ 
1 | ent \l Collins a ha ( 
. . cl ik ether \ la 
\ . ner et I el ad ( it expre 8 8 
’ 1 ’ cere regard and appre 
1 The presentation addre was mace 
Licenses Revoked; Rebating Charged | C. I. D. Moore, vice-president, wit 
| ‘ ‘ ( ke tvrol general hom Mr. Colln has been closely 
t | urs Va r the Bani wiated dur wr oti st tive vea 
| lhe Moin d ot Wolhiat Mr. Collin lett Lo Angel June 





Hor 
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Spokane to begin his new duties as | cisco several itl past, is 
president and superintendent changed its name People Mutual 
aan a. Tleuw -} LY : 
gencies of the New World Life. I € This icate at e company 
Becomes People’s Mutual Life 1 not é opera » rail- 
ie Railroad Men’s Mutual Lite, A en Ss was c c 
h has been organizing in San Fran- late 
IN THE ACCIDENT AND HEALTH FIELD 
GIVE TRAVELERS STATISTICS Collisions 
riat 
Se ‘ ns Vit 
= ° ° ot . 
Some Interesting Features in Connec-  ,;\. FP > 
tion With the Accident Experience 
Covering Last Year 
Ee Automobile Accidents—10925 
Travelers in assembling c eae > . 
statistics for last vear ¢ that | Foreign 1 
uid policvholaers under J iz. 
S, 33,090,805 There were IN; POl- Entering \ —— 
2 and caug 
ers involved. Here are some | gxiddineg ine 
cat I cident ] ha vertu ra 
‘ oO; ting 8 
LCT . 
Caretaking »- 
No \ Col ons - 
\ Oo 5,378 Around g PR s4 
At ne Tie Mi in s 63 
Pe strians 883 405,862 
~ s a go00 Total 5 x 
.*s 
Hi nd " 6 Travel Accidents—1923 
Ml 1e€0 : - - 
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, E Pe Ra iw ‘ S4 $ x 
street vay 
Ele, i \ 
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2 St 
1928 Heme Accidents Classified al 
N \? - - 
ed int 12 ; $ ; , ; 
< and a bur: Reliance Life Provision 
— ns . Ina | 
s. ek Reliat ; 
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t ed 
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Give Policies Like Trading Stamps 
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General Accidents—1920 t a 
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H. A. HOPF & 
MANAGEMENT ENGINEERS 
Specializing in Advisory Work for 

Insurance Companies 
Organization Equipment Standardization 
Methods Personnel Modern Office Planning 
Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 
: ‘ t 
American National Insurance Company | 
OF GALVESTON, TEXAS 
W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
President ice-Presiaent Secretary | 
FINANCIAL STATEMENT DECEMBER 31, 1923 
ASSETS LIABILITIES 

Real | ate | ed $ 057,573.54 N e Ame ar x 

M sange Es ol rst Lien oane cenat pe : 7 . I - z . 7e )$13,688 716.00 

—,_ Polie i “i ; $ 1 paid... "460,679.10 

wo ee : 6.128.425.8 neds - ial 

{ as! ; -- 1.4 223,308.94 

~—— 4 $04.4 ‘ 

Deferr Us 

Pre 7.849 2,869,171.45 

Due ( 

Acc 

Unear I _ 

\ ‘ . $i7 070,588 4 
Increase 1A $4.00 
LIFE INSURA Ss AD) ED ASSETS 
IN I s $ 88.49 
821: :.4 4 
Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selecti f risks and investments. 
SERVICE—Prov 1 by an efficient and progressive organization. 
STABILITY—Assu by cc rva 

. Home Office: 

Founded: 1867 Des Moines 
Insurance In Force Over $350,000,000 

For information concerning contracts: Address Agency Department 

y Pictures Tell the Story 

re 4 aN Cartoons will give your house organ that om angnasene — 

a t DY ne . 4 = dee your message or your special sales contest. or 
a) a BUSINESS CARTOON SERVICE 

~_— 35 South Dearborn Street, CHICAGO 
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SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 


INSURANCE IN FORCE.....................020ec0eeee0+ +» $47,024,989.00 
ED i ccccbckntchbnnesbavcescneccsececeece. ME 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers,{General Agents and Managers 
Address: 


S. W. Goss, Vice-President. 




















AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
HARRISON B. SMITH, President ERNEST C. MILAIR, Vice-President and Secretary 
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and accident and non-cancellable dis. 
ability insurance 
Cover Detroit Street Car Men 

Ross Schram, general manager of 
Detroit Street Railways, has negotiated 
a “binder” agreement with the Travelers 
through Murphy & O’Brien of Detroit, 
whereby disability and life insurance 
will be extended to the 3,900 emploves 
of the company, totaling $5,560,000 \ 
cording to Mr. Schram this is a sub- 
Stitute plan for a somewhat similar ar- 
rangement which had been provided 
previously over a period of years by the 
International Union of Street Railway 


Employes, and as an effort to settle the 
! j 
present wage controversy with employes, 


Northwestern Mutual New Policy 
The Northwestern Mutual Ack 
Association of Seattle has just issu 


new income disability non-occupati 


policy. The policy covers for healt) 
surance in full and for accident w 
away from occupation. The insured jis 


not covered for accidents while perf 
ing the duties of any occupation o1 


any period of time the insured is entitled 
to indemnity under any state workmen's 
compensation act It is limited to $1,000 


principal sum and $60 monthly ac 


and sickness indemnity. 
Auto Racers Covered 
Henry Ford, who served as of 


referee for the 500-mile race at Ind 
apolis last Friday, before the race ar- 
ranged and paid for a $10,000 policy i 
each of the 22 drivers who vook part 


the race The policies provided for pay- 
ment of $10,000 to the family of a driver 
if killed in the race or if so injured as 
to cause death within 60 days. Disability 
due to any accident during the race was 
to be paid for at the rate of $50 a week 
for a period of one year The coverage 
lasted only during the races. The rate 
premium was not stated. Mr. Ford made 
it a condition that the drivers should not 
know of his taking out the insurance 
for them until after the race, as he felt 
that the thought of insurance might 
tend to depress them. It was alse 
understood that additional insurance 
was taken on relief drivers The race 
was remarkably free from mishap, there 
being no serious accidents and only one 
or two slight bruises or scratches were 
received by any of the drivers 


Mutual of Illinois New Policy 


The Mutual Life of Illinois has issued 
a new elimination period policy, wherein 
the sick benefit is not paid for the first 
7, 14, 21 or 28 days, and does not pay 
surgical benefits or doctor bills for non- 
disabling accident or illness. Its agents 
are now specializing on the new form. 





NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the *‘Unique Manual 
Digest.”” oublished annually in May at $3.50 and the 
“Little Gem ™ published annually in April! at $2.00 











MANHATTAN LIFE’S PREMIUMS 


New Schedule Goes on Level Premium 
Basis and Shows Marked 
Reductions 


The new premium schedule of the 
Manhattan Life, which was announced 
last week, places all business on I 
level premium plan, effective June 
instead ot the reducing premium plat 
which has been in operation for sor 


time Che new annual premium rates 
per $1,000, without double indemnit 
disabilitv, are as follows on these 
ipal policy forms 
a 
] 6.14 H $ $46.96 $ ¢ 
It 1.4 4.4 l 47 ‘ ‘ 
l l ‘ 47 ‘ " 
1k 1% ‘ 467.17 ‘ 
' “ 17 ‘ ‘ 
! ' 1.38 17 } ‘ 
x ‘ i au 67 44 ‘ 
u 6 : > 
, ‘ tit ' 
’ ! S.f H is t 
N59 i 17.88 ‘ 
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— ; : a <i Haverhill, Mass.; Richard Dooley and 
= ~ = = Humyiag DesManuelian, from agents, to 
> = = oi = agents unattached at Cambridge, Mass.; 
n - . ‘ — = | Parker J. Readdin, from cashier at ° ° 
f the = s Ss 2 . | Meriden, Conn., to cashier at Hartford or enin e In rocess 
liated = 7 . ‘7 C7] iConn.; John W. Kilkelly, from training 
velers - 5 > ~ — | cashi r at Springfield, Mass., to cashier 
troit, 20.48 at Meriden, Conn.: Gordon D, Crocker, : 
ae $ or as | teem Coane nt Detvelt 5 te eames cn. UR SYSTEM of obtaining “leads” for our Agents has been cited 
loves ‘ 21.5 | pac ity at Chicago 2 Edward C. Dalrym- as one of the most sunenenid in operation. 
A 22.13 | ple, from cashier at Chicago 2, to cashier a ; 
sub- 33°38 at Detroit 2 This service is part of our comprehensive program of Home Office 
ar- 34.05 ——— cooperation which is of genuine practical value to our men in the field. 
. ded 24.77 — of A. D. Wallace Service to policyholders is also the best kind of service to Agents. 
ly ~- tt A. D. W: e. superintendent of the ey Policyholders Service Department offers, among other things, 
» the 2 Prudential in Toledo No, 1, died the he health service of the Life Extension Institute free of charge. 
on. ; other any He became an agent of the For information concerning Agency opportunities, address: 
Prudential at Danville, lil, in December 7 
ey 1906, but he was made assistant super- T. LOUIS HANSEN, Vice-President 
? intendent at New Albany, Ind., serving 
an there until he was transferred to Toledo Th C di Lif | C 
ca pon e Guardian Life Insurance Company 
hb ime OF AMERICA 
“ , “LOCAL ASSOCIATIONS — ae ae ; 
—_— S ; 5 Established 1860 under the Laws of the State of New York 
. x 9.66 57.59 = . 
orm- eT YS : Home Office: 50 Union Square, New York 
| : 53.04 61.12 URGES SELLING OF “IDEAS 
&¢ 54.91 63.02 
Ss “ 56.88 65.04 62 u =r 
( * oO 67 4 64.01 Benjamin Bills Tells Kansas City Asso- 
61.26 6.42 ho. ° . 
63.67 71.81 67.74 ciation That Salesman Must 
py Rp Ry Organize His Material 
= 720: 7995 748 7 _ 
flicial = 7 sani 8075 KANSAS CITY, MO., June 3.—The 
dian- 6 89.84 95. Kansas City association listened to a 3 s a 
ar 3.61 88-95 | rapid-fire talk May 28 by Benjamin | We are offering some splendid OKLAHOMA 
vy « ' ‘.66 nse | Bills, director of sales of the American _ 
rt in ' TO2.02 106.18 . ' ‘ de d } T . 
rt in 403.02 .... 10618] Dos a Mortaage Company. Mr. Bills and MISSOURI territory on a General 





river nano emphasized the notion that the lite in- . 
d as New York Life surance salesman is selling “ideas,” and Agency basis. 





bility The New York Life hax revised irs} that an interview is successiul only it 

was inual on hazardous occupations, clari- the salesman can get across an idea that 
week fving many points and adding some in- sinks comfortably into the mind of the . 
eo dustries and sub-divisions. Some im- | prospect rhis suggestion was con- e armers { 
= portant changes have been made on |trasted with the mass of material which an ers ] € 
Sa commissioned officers in army and navy. | the insurance man has to master, as de- 

i not glass industry, mining industry, match | ¢ajls of his business for the service of 

id istry. rubbe r industry, marine service | the prospect—but which are backgrour hsurance ompany 

i i railroad employes Some of the , , “omy, tear si 
igh ploves engaged in building trades will |2"4 supplemental to the ideas he intends 
alse to sell. The insurance man may spend 


Basen: . yw a granted a coe indemnity cian ‘aide or theese week mastering E . . . . 
. benefit it a somewh: reduce¢ rate. ee years ) iree “KS Me ring 
race Some railroad rca and poe lt _ the material, and then he ni to 1 t xecutive Offices Wichita, Kansas 
there iged in the mining industry, who were |a prospect who expects him to give 
were nerly limited to endowment, may |to him in three minutes. The obvious 
: ereafter be written on the life plan inswer is that the material itself can’t 
be conveyed—but that something else 














can, which something else is an “idea 


, | WITH INDUSTRIAL MEN ] |‘ kir. Bills also urged that the facts and Seventh in the U.S.A. 








: = materials of life insurance must not only In 14 years this Company devel ped an accident and 
Qret be mastered by the salesman, but must health business that placed it in 7th place among all the 


he United States in amount of disability claims 
is now making equal progress in the develop- 





pay CHANGES OF JOHN HANCOCK | be organized, so that the specific use tul 


items for each interview will be ready, 


companie 





non- “ iten I t 
ents and presented in proper sequence to ment of the Life Insurance Department. 
eee Company Announces a Number of Pro- |}... effect. Two of his phrases seemed . i 


ai motions and Transfers in the Ranks particularly useful—“Give him the sharp BUSINESS MEN’S ASSURANCE COMPANY 
































of Field Men end first,” - “make him see it, not || W.T. GRANT, President KANSAS CITY, MISSOURI 
admit it As to the sharp end, the 
j he following have been promoted by | SUBseston was anti 7 sale se s! ” 
- t John Hancock fron the ranks of | /OT an ss un ut ound the 1dCa a. 
~ nts te ssistants he strict - | that got t the prospect, 
, seis gorvion: William Bi. ielaner, Phthe- 7 eka e surance Vo 
the ! r service William R. Heinzer, Phila and cau 10oOn OT inter ur 1 n ur n od 
00 delphia 3; George B. Wilson, Chicago 1; | est. Thi it be the idea Of 
\ ur L. Anderson Chicago l Paul ot his lease trom BALTIMORE, MD. 
. Sherry. East St. Louis: Otto E. Mueller estate ta private i Incerporated Under the Lawe of Maryland, 1882 
JM ( iZoO I I ‘ M margzi Prov connnt a ot 
e:; James L. Fairbank, Utica, N. Y er em . ” — “Tol ‘ WE ISSUE 
— unt end vas th tement, oh 
. me Det.); Charles BE. Fon. Minacape rw ; a ae Standard Ordinary and Industrial Policies 
nium William W. Rid, St. Louis Daniel | You ougl Bo have ovis ee 
H. DeWi St. Louis 1; Almon FE. Kemp which would set up resistance, and not . C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
Manchester ~ aconia, de- | receptivity. - BARRY MAHOOL, Vice-President De. J. H. IGLEH RT, Medsal Directer 
ed) [he suggestion as to the prospects 
! promoted and transferred are “seeing” involved the resenta ( 
the . ld J. Kapp, from agent at Syracuse the manner in which a life insurance ad 7.38 ; a <P AWOIS FO 
ce ‘. Y., to assistant at Des Moines, Ia vantage operated, as contrasted with 
neea ‘ ree FE. Bassford, from agent at Chi 1 1 , , 
the ‘ dull and repellent description of why | 
the eax 1, te ssistant superintendent at ie te “Whe” talking 
e li, D> Moines, Ia Frank V. Goetz, from | OPerated that) way ad Leigege, 
n vent at Brooklyn 1, to an assistancy at | Would merely present a supposedly and ’ 
ntown, Pa. (Bethlehem detached); | abstractly interesting logical discussion $1 000 000 M t L 
= é Charles J. Carr, from agent at Cleveland | which the prospect might tollow, ac ’ ? in or gage oans 
fo an assistan it Cleveland Otto | demically, if he had the time, but which D i i 
Mosiman, from agent at Minneapolis, to would not lead to actio eposite wit t e owa 


assistant superintendent t Fort 


Wayne, Ind.: John 8S. Heilman, from aan ——— 
cent at Bridgeport, Conn, to an assist NAME NEW DETROIT OFFICERS | § Department. 


“4 Pe ONY MEMS! 





superintendent at Fort Wayne, Ind € 

\ssistant Ernest J. Dumas is trans- | William ©. Baldwin Selected to Head) & 

viston and Auburn detached) Life Underwriters Association ‘ 

Other changes are: Henry P. Evens There for Coming Year 2 

Inspection claim adjuster to at ~ 

‘ stancy at Chicago 2 Charles J rd 

+ meson, Jr. from application inspector DETROIT, MICH., June 3 At the } 

( Philadelphia : to Inspector for nal meeting ot the Lite | nderwriters * 

t ter Philadelphia; Hayden E. Git Association of Detroit prior to the vaca . 

: : s, from cashier at Syracuse, N. 3 tion period the tollowing othcers were - 

t ‘ ashier at Philadelphia ° Donald elected Willi ) Baldwin N ; 
t I e, from cashier at Philadelphia COCR Mam GWT, = NCW 
tar 8 iweney supervisor at Philadelphia York Life president; John \W Yeats 
¢ nelium F. Lyneh, from assistant-at Massachusetts Mutual, first’ vice-presi 
‘ to assistant superintendent at dent; Walter D> Redman, Provident 
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Big Applications 
Recently Received 
By The Prudential 


Alabama New York 
$100,000 Pres. Foundry Co. $200,000 Pres. Mines Co. 
200,000 Attorney 
California 200,000 Treas. Silk Co. 
$150,000 Woman of Wealth 200,000 Woman of Wealth 
100,000 Oil Producer 200,000 Pres. Hosiery Co. 
ar 200,000 Executive Soap Co. 
Illinois 200,000 Investment Broker 
$170,000 Pres. Candy Co. 200,000 Capitalist 
150,000 Mir. Sewing Machines 200,000 Banker 


150,000 Owner Dep't Store 170,000 Bank President 


100,000 Realtor 150,000 Real Estate Owner 
100,000 Sec’y Ins. Co. 115,000 Pres. Specialty Co. 
os 102,700 Cotton Broker 
Louisiana ; 100,000 Dry-goods Dealer 
$200,000 Onl Ope rator 100,000 Dry -goods Dealer 
160,000 Mfr. Machinery 100,000 Dress Mfr. 


Motion-picttire Star 
Pres. Fire Ins. Firm 
Importer & Exporter 
Mfr. Canning Machinery 
Banker 
Insurance 


100,000 
100,000 
100,000 
100,000 
100,000 
100,000 


Maryland 


$115,000 
100,000 


Pres. Chemical Co. 
Mfr. Chemicals 


Massachusetts Agent 


$120,540 Executive Rubber Co. 100,000 Méfr. Clothing 
100,000 Pres. Dept, Store 100,000 Physician & Surgeon 
Michigan Ohio . 
$200,000 Realtor $200,000 Pres. Metals Co. 
200,000 Pres. Lumber Co. 200,000 V. P. Metals Co. 
: fe : 
200,000 Pres. Auto Bodies Co 100,000 V. P. Metals Co. 


100,000 Woman of Wealth 
Minnesota 


$163,925 


Pennsylvania 

$250,000 Executive Woolen Co. 
250,000 Executive Woolen Co. 
200,000 Lawyer & Realtor 


Executive Oil Co. 


Miss¢ uri 


$150,000 Oil Operator 175,000 Salesman Steel Co. 
100,000 Mfr. Metals 150,000 Mfr. Syrups 
150,000 Attorney-at-Law 
Montana 100,000 Pres. Seed Co. 
$200,000 Public Showman 100,000 Woman of Wealth 


Wisconsin 
$100,000 
100,000 


New Jersey 
$100,000 Woolen Mill Agent 
100,000 ¥ 


Pres. Motorcycle Co. 
Pres. Paper Co. 


Executive Thread Co. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 














Over 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1,1914 Jan. 1, 1924 
er $ 7,804,230 §$ 40,113,271 
Policies in Force... 503,302 1,552,803 
losurance in Force 73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 























|} ports 
| growth in membership to 275, 








Mutual, second vice-president; Frank J. 
Moran, United States Life, secretary; 
Willard K. Bush, Ohio State Life, treas- 
urer. Executive committee: F. W, 
Weston, Illinois Life; Milton L. Wood- 
ward, Northwestern Mutual; E. C. Seed, 
Mutual Life of New York; W. A. Tyler, 
Prudential; Albert P. Steller, Mutual 
Benefit. 

Prior to the presentation of thes@ 
selections by Robert M. Ryan, chairman 
of the nominating committee, and their 
unanimous election the reports of offi- 
cers and committees were heard, point- 
ing out the splendid progress of the 
organization during the past year, due 
to the untiring efforts of President 
Milton Woodward and his associate 
officers, who were accorded a vociferous 
vote of thanks. In particular the re- 
emphasized the  association’s 
including 
80 new members, and the hearty en- 
corsement of the organization by the 
state insurance department as evidenced 
by several letters from Commissioner 
Hands expressing appreciation of as- 
sistance rendered. 

Tax Danger Cited 

Hal H. Smith, prominent Detroit at- 
torney and candidate for United States 
senator from Michigan, pointed out the 
danger from high taxation as affecting 
the commercial structure of the nation 
particularly and urged the necessity for 
proper protection of property earned 
through industry and ability in the 
form of insurance trusts Mr. Smith 
characterized life insurance as a creat 


|} ure of the statute of state and federal 


law making bodies and requested 
political awakening on the part of life 
insurance men particularly and business 
men generally with a view of taking a 
more active interest in the selection of 
legislators and in the affairs of the 
g£overnmnet, 


Creation of Insurance Trusts 

Ee. H. Woughter, of the E. H. Wough- 
ter Company, pointed out the great need 
for exercising care in the creation of 
insurance trusts through assurance of 
proper protection in the handling of 
funds He stated that life insurance 
was the most unselfish 
existence and at the same time possessed 
the greatest assets. Mr, Woughter ex- 
pressed his inability to catalogue lifé 
insurance in terms of indemnities and 
Stated that it was productive of a 
freater and more far reaching purpose 
extending beyond this provision for the 
payment of a definite amount He also 
urged the need for relief from state 
taxation by pointing out the surplus 
millions over the expenses of insurance 
departments that are annually paid in 
the form of state taxes 

President Woodward announced that 
the cooperative newspaper advertising 
campaign under the auspices of the as- 
sociation would be commenced early in 
September and that the fund had re- 
cently been increased by a contribution 


business in 


of $1,000 from three home office com- 
panies 
* 
Cincinnati, 0.—Following are the nom- 


inations for officers of the Cincinnati 
association 

Nominated by committee appointed by 
the president: For president, Harvey L 
Shepherd; vice-president, Ralpk Holter- 
hoff; secretary, Max Salzer: treasurer, 
John W. Mackelfresh: executive commit- 
tee, H. T. Saunders and John C. Sebas- 
Vian; national executive committeeman, 
H. W. Hutchins; delegate to Chio State 
Association, Clarence Schram 
Nominated by committee elected from 
the floor For president Harvey L 
Shepherd; vice-president, Harry Isrig; 
secretary, Max Salzer; treasurer, Warner 
Wilson; executive committee, Charles A. 
Norton and Clyde E national 
executive committeeman, C,. Vivian An 
derson; delegate to the Ohio State As- 
sociation, W. A. TR. Bruehl, Jr 

The election will be held June 12 

os 

North Texas 
membership drive 


Blosser: 


North Texas — The Asso 
elation is to stage a 
in the near future, it is 
Secretar 


announced by 
Brackney The as 
sociation during the next few weeks will 
try to add 200 new to the rolls 
It is out this year to cop the prize for 
present year 


Cameron 
members 


members added during the 
* 
Bay, Wis.-Characterizing co 
operation as the great need of the in 
time EK. L 
Milwaukee for 


Green 
surance men at the present 


Carson, general agent at 


June 5, 1924 


the Equitable Life, and president of the 
Milwaukee association, delivered a stir- 


ring address on insurance organizat 
work at a meeting of the Green Bay 
association Mr. Carson brought out 


fact that doctors, and ever 
dustrial workers have their own orgar 
izations for mutual benefit, and throug} 


lawyers, 


them are greatly advancing their status 
He urged that greater headway in this 
important matter be made by the 





Surance men, 


At the conclusion of Mr. Carson's 
Gress the association decided to contra 
for a series of local newspaper adver- 
tisements to bring out the social as we 
as educational value of insurance This 
campaign will be carried on in « pera- 


tion with the national organizatior 


Cleveland, O.—Milton L. Woodward 


president of the Detroit association 
address the Cleveland associatior June 
13) on ‘Selling Whar a Man Ought 
Buy. Mr. Woodward is one of the 

est producers for the Northwestern 
Mutual his annual volume excee g£ 
$1,000,000 for several years past 


Nathanial P 





Decatur, Til. Blanc} 
president of the Champaigr Ill ass 
ciation, addressing members of the D 
atur association at their regular meet- 
ing last week, illustrated how 
underwriter may influence young 1 
between 15 and 21 to establish } s 
of thrift and saving through insur ' 
buying Mr Blanchard also touches 
upon curbing unethical prac es i 
business and suggested s wid 
operation for legislation to pre t 

underwriters who attempt to influence 
policyholders to change from one 


pany to the particular one he represents 


RESENTS THE POSITION 
TAKEN BY NEW YORK 


(CONTINUED FROM PAGE 3) 


they will not be disturbed at present 
but, when the end of the vear comes, 1 
the New York department is applying 
its retaliatory provisions against Indiana 
companies, the New York companies 
will be advised that they will be read 
mitted to Indiana only upon complying 
strictly with the technical provisions of 
the Indiana statutes. As to effect of such 
a ruling he stated that he believed ver 
few New York companies could qualify 
under the Indiana laws, particularly as 
relating to investments, since the lh 
diana laws restrict the investment « 
Indiana companies to real estate mort- 


| ages, government, state and municipal 


(Mr. McMurray 


| been 


bonds. Railroad stocks and like securi 
ties, large blocks of which are held by 
New York companies, are not permis 
sible to Indiana companies and on this 
point alone Mr. McMurray feels that 
New York companies could be barred 
from Indiana. There are also other pro 
visions in the law which, strictly applied, 
might serve the same purpose. He also 
says that he knows of other states 
which will take a similar stand. 

“It’s nice to build a little wall around 
vour island to keep your neighbors out,” 
declared, “and to pro- 
tect your own business for yourself, but 
if you happen to lose the key and can’t 
get out you may find yourself worse off 
than your neighbors. I certainly shall 
take no definite action against New 
York companies unless I am forced to 
do so by the New York department. | 
should regret this for it would work a 
hardship to policyholders, the companies 
and their representatives. But 
respecting state department can submit 
to dictation by another state such as has 
directed against Indiana com 
panies by the New York department. | 
hope that an amicable agreement will 
be reached.” 


no selt 


“Ir a man does not provide for h 
children, if he does not provide for al 
those denendent upon him, and if he 
not that 
and that care for 


conditions to 
the days that ! ( 


vision oft 


not vet dawned, which we sum up 
the whole idea of thrift and sav 
then he has not opened his eves t 


conception of human life. Ws 
world to provide not 
other 


adequate 
are in this 
and na 


W oodre w \\ 


ourselves, but tor 
the basis of economy 
son 
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ee SHOWS AGENTS’ PART PART TIMER FAVORED 











a6 oh EFFECT ON REJECTION RATIO NOT OPPOSED AS BEGINNERS We write ac | t li f li 
. pt (ole omplete line of poli- 


rough President Decker of Register Life’ Sentiment at New Orleans Favors 


<n Speaks of Relation to Medical Those Who May Be Developed cles — age one to sixty-five. We 
Department Into Full-Time Agents have all the modern features of 


aver. . \TLANTI( CITY, N J., Jvne 4.—In NEW ORLEANS, LA., M: y life insurance. 











e discussion of the relatior between the General agents in New Orleans are not 
< gency iorces and the medical depart- opposed to part time agents where there 
pera- ments of lite companies, betore the Med-| is a legitimate prospect of the a 
ical Section of the American Lite Con learning the business and ect ng a G LA O > 
vention in session here this Ss. 4 jull-time agent In tact, they think this enera gency penings In 
ward Decker, president and medi lirector is the cst means or deve ping nev 
ot the Register Life of Da told! selling material and that it is infinitely . . rs — a : : 
Jun of the need of strong agents and their| preferable to raiding the ranks of othe: MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
g- ia eee goa . son, Ann Arbor, Pontiac, Traverse 
aters saying, in part: he question has _ re tional 


, l ! I : i >. - 
ne Need Strong Agents consideration as a result t recent City, Bay City. 











dvertising campaign e Pan-Am« 7 
It has bee well said recently that a ' Lit ; New Or t] 
' : . 1 . ve 14 (ali c ao. cw i a = < : ‘ “+ ~ . 
na e insurance salesman who is qualified! strong stand taken by D1 G. s OKLAHOMA: Oklahoma City, Enid, Ardmore, 
‘ 10 give s« 1 advice to his clients should| mons. vice-president and veneral ma 4 . 
— ave educatio1 " mental capacity, al d ene- er ol } ¢ pose 1 = \ McAlester, ( kmulgee ’ \ suthrie, 
d rgv enough to command a salary oi - “R ot cc . Se gipe +9 y Wor , r > si] 
Y pets $5,000 a vear lo achieve su an il s meng apiatds a Joxd sot * , of Bartlesville. 
its me in the life nsuranc< eld he y ] Pyne it a . A . , dl 
nee i\ to averag S300,000 7 us! ‘ “oNl . ibe “¢" gin } : . ° . “= Re ~ ’ } } ~~ 1 
rane ne = pauen Senee renewals | Yote all. your time to life insuranc MHIO: Dayton, Cincinnati, Toledo, Cleveland, 
ecame a factor. There are such men! jrce educational course”, is) the tenot Sandusky. 
ut there would be many more if the] , aed ~ ye . . 
eld were cleared of the low grad a pen 1 
gents who do themselves no good and Expressions from General Agents INDIANA: Indianapolis, Terre Haute. 
= vho ruin the prospects of good men by Following ’ home sitio 
heir ill advised ettorts rhe large turn } } ; 
: trom local met > . . . : " ° . 
ver in the agency force is made up ot Frank I. Levy, general acent , ILLINOIS: Springfield, Bloomington, Peoria, 
the low grad agents who go trom con ble | P “ay , sed ; ; 


pany to company and who will con spa . ee, a ppc ,, bane Decatur, Jacksonville, Joliet, 
he d 


RK tinue to do so as long as the companies | D\croct oe the saan, hecuming a fal 
; ( pa rospet e man becomi Waukegan. 





























take | non: rer thev do now : . os Rockford 
ke them on as eagerly as they do now time rent Fes of einai a ee : , 
' ~ . : ‘ik ‘ t : 1 > > t 
. Che minimum r rement of produ : os “oa? “ 
ese! ; Ht Is npossibie to ge 1 ( ve 
is a long step 1dvance and of it t . " . ’ . . . ‘ 
s, if > ie et pgs age <*> | put on part-timers But in the large SS >T - snohe : 
ne r will tend to eliminate a large number oi aa Bias —- iia 2 : Yr MISSOURI: St. Louis, >p! ing he ld, Ji yplin, Mo- 
ing ' ’ ! rs, € LHInk usiness snou = 
Spec part time men However, the large! ,_ , , , ’ i. OP a “e 
oes * , the. ° | be kept for those who will devote theit berly, Jefferson City. 
problem of part ime agents is no full t A : Whe : < - - . 
ames 1 : it 1nli¢ tO 1 re sph \ 
—w" wholly solved by this method, at least oat tate to tan @ Rai ; 
ear : . awe t ants ie: s ess ; l 
for the average smaller company. ; ' MARTA. J . . x. 1.04% + 
ving a devote his hie t it. of cours we ¢ ( A: DW S Moines. ( ounc | y+ Ninne o¢es 
/ “Preliminary training can apply profit wy i toon tales ie aid poy i il Blut » H1oUX ity, 
> « , COUT dl a ‘ , si ' cic \\ ‘ . 
oR ably only to full time men and especially | — nomen * , Dav enport, Burlington. 
to general agents or others having to E , ; 
ver : . .. ‘ a 2 A ~ Ss, gene cent Ne 
alii do with the training and supervision o ngs - : 
: : local agents Surely no company can ; . gern Beged 
I; afford to contract with a general agent ae ues ee - sedan . eons be ° 
! - 1 ; » on nt trot ot ' ine ner 
| who lacks fit mental equipment and field | have some intention of engaging 1 armers National Life Insurance 
, rt experience. marnge 4 in the ee pe eS ee 
redo their abilities in it t we didn't get 
cipal Rejection Cost a Factor : : 1 ’ ; < 
: og ong oy nfl pK neal. Company of America 
1 bs “Attention is called to the cost of re would be impossible to develop new 
jections and the tact that the estimate agencies except by raiding some estal ‘ 
mis cannot include the cost in time and| lished agency. and to that 1 am opposed A. O. Hughes, Vice-President in Charge of Agencies 
+} effort to the agent. This loss suffered) The best producers in my agency 
that Dicuss _ aoe s 1nre . r } } “4 : ’ . H : 4 
rred y the agent is more important than) started with me on a_ part-time basis 3401 South Michigan Avenue Chicago 
porting f the expense the company has had and By patience and careful training, I’ve 
ied is often harder to allocate. The com developed the to creditable niees 
aise pany with which I am connected, how-| jn the life insurance business, Nom 
ne — ever, has a standard accounting system} of these men knew the difference be 
ates ne : s ge - Y th s : ‘ ‘ : : 
installed in all its general agency office tween life and fre ins ce when th 
yund and by means of this system we Can! csarted here 
nd ue si 
- keep in close touch with our agents 
jes problems. Complete monthly statements Dr. Simmons’ View e 
pro are sent to the home ofhce showing Dr. E. G. Simmons, general manager e 
but Ss 4 -. Sin 2 g = 
a ~4 their itemized accounts and thus the! of the Pan Part-time men even y In ears 0 
~ agents are better able to measure the} pave a legitimate place in life insurance 


» off 





shall value of their time and we can quickly! Men who c in their present in 1845. the Mutual Benefit Life Insurance . 
Je see if they are working along unprofit occupations al +1 sell insurance mn Of, the AlLutual enenit ite Insurance Com- 
ew j “4 1 » 1 ig . cee iy ; , ; ' es ; . ’ 
1 te able lines and with the wrong class Of} jy their spare hours can develop int pany was organized and established in Newark. 
people. full- le n " \W\ ion't want to take . 
¢ | en tull-time men ed t wan © tak New Jersey ,< urelvy mutual inctitution far ¢} 
L. . The ratio of rejections does depend agents from other companies Wy pre Jer , a5 a purel Mutual institut 1 tor the 
nies a great deal upon the agent's selection | fer to develop our own met In rural benefit of its policyholders Its beginnings were 
self rs risks in the field, and good —— districts, it is especially necessary t small. but the foundation was firmly laid The 
nit iave little to complain of in this regard.) employ part-time me ’ I aan Was Srey ee 1] 
th: é Indeed, good agents rarely complain Company has grown steadily from vear to vear and 
1as ws ne Mtg 98 : ' i : 
es about rejections becau e thev are loyal! a , ; ‘ts present standing results fr. sessiiiuaial wa 
and are inclined to beheve that if any chronic ulcer; to explain the relations S ied a 
Po one is wrong it is the applicant and not}! of underweight to certait we gt ns ence to t] purpose of the fi iders of the Cor Th 
Wil ’ . 1 ’ 1 
the home oftice. This loyalty is born of} and family histories: to call attention t see ip Mary ON eee “ie ig 
. . LMNat PUrpos yas to 18s8te S st 1 t orw rd 
fair treatment and a disposition to recog-! the relation existing between overwe : g 
; nize two sides to a question, and the} and traces of sugar; high blood pres policies of life insurance at the lowest possible cost 
1 nethod of getting in close personal touch | sure with traces of albumin, et l agre consistent wit! bsolute rity nd liberal treat 
! 1 : : : * t ‘ 1t ads it sec rv and c it at 
with his field force does much to pro-| that too much medical informati ‘ he 
ote loyalty and does not impair the! fuses the agents 1 it ic es men 1 c\ lders 
ignity of the medical director rhere | to go into detail I believe that the « 
nothing undignified about being} cational program of the Phoenix Mutual 
: rhe agents are close to the medical! to result in a better lot « ‘ 2s 
ny +7 1 1 , Ser , . . 
department and every effort should be! policy holders Avents not - s ‘ M t ] B f t f I c 
We ide to maintain this close relationship.| sent their companies but also t = utua ener Li e insurance Vo. 
' Opportunity should be made to discuss) flect them: tl better t t k 
i’t : 4 ‘ ' ‘ ‘ x 
; general way such subjects as acute| hicher will be the regard in which Newark, New Jersey 











\ ¢ nd chronic indiwestatior as relate to companies 


ppendicitis, gall bladder trouble and lx 
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' 
AYLORD DAVIDSON, § special 
{ . field superintendent of the Reserve 
Loan Life, addressed the statf and 
sales organization of the “Decatur 
Herald,” at Decatur, I1l., making some 
observations on advertising. 
In discussing the various 


practical salesmanship, Mr. Davidson 
laid special emphasis upon the power 
of advertising through newspapers of 
established integrity and usefulness and 
their co-workers, the magazines cover- 
ing various literary and business enter- 


He said: 


Common Responsibility 


phases of 


prises. 


Is Seen 


“It is both a privilege and an oppor- | 


tunity to share with avefues ot pub 
lic service comprehended in the news- 
papers and magazines of high merit, the 
message giving that brings these publi 
cations into the lives and hearts ot 
people who are doing the world’s work. 
Chere is a common heritage and a com- 
mon responsibility in this service; the 
bond of fellowship lies deep. The ad- 
vertiser gives the seal of his appreval 
to the etficacy of the medium utilized. 
rhe medium utilized by the advertiser 
puts its stamp of approval on the merits 
ot the article offered to the public, 
it merchandise or methods ot 


be 
humat 
service. 

Advertising 


Insurance Trade 


“In no greater degree has this bond 
ot tellowship been exemplified and i1s| 
rapidly widening, as that shown by | 
many officials of lite insurance com 


| 
panies today, in utilizing the pages ot | 


insurance publications to tell their own | 


respective agents week by week, the! 
storv <« the prowress « own com- 
pi rhis is salesm ot a high 





HOW,HE HAS AVERAGED 
ONE MILLION A YEAR 


(CONTINTC ED FROM PAGE 4) 
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THE NATIONAL 


| POWER OF ADVERTISING IS PRESENTED | 
| BY A LIFE INSURANCE SALESMAN | 
| 


| 
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| 





GAYLORD DAVIDSON 


corde ind through it runs the fine 
thread o devotion to the high ideals 
ot the life msurance profession 


Highest Type of Salesman 


“Some idealist tells us we life under 
writers are not salesmen, but advisers 
Good and well. But the successful lite 
insurance salesman is more than an ad 


He is a prophet, an evangelist, a 
achievements are 


Viser, 

gift of 
divinely inspired, and stand for all things 
that make for human advancement and 
the perpetuity of the - 


God. His 


race 


velieved that General Motors stock was 
infallible, but right atter 

Motors stock dropped from $200 to 
$0 a share, and it has not risen 15 cents, 
or paid a dividend his prospect 
died three months later ot 


the war Get 


cTal 


since 


influenza, 





and since then his family has been 
forced to sell this General Motors stock 
t that ridiculously low price in order 
te keep alive 
Interest Must Be Aroused 
M: lrosper merely tollows the » a 
ce < salesmanship Che pproach 1s 
most essential, but it 1s useless ne 
ollowed bv interest I te . > 
be aroused to a point eT obne mre 
pect’s attention will be concentrated 
tive Pp mMaositiolr 1 =) ~ ~ 
The agent must then arouse desire until 
< ’ spect sees ¢ 
t the cost, and t s 4 
tiie e€cisio}4r Mr Dre sp A Ss # 
in at least thre $1 Hi 
‘ tell s whe st . 
eens part « t rese One 
his reserve s s las ot whe 
s) ‘ ? te ? 
tiot er wit 1 t . 
to the 1 how his w ihe c 
his foresight di ¢) Pe u fant 
P ole er ‘ ‘ “ r ¢ 
( ture he childre ‘ 14 
) Bi ‘ ? ~ ? ? ~ ‘ 
‘ oes home t tall pre 1 
‘ ste will be mable iw ‘ 
XR ha ening tl 1k 
‘ ‘ the clittie et rt 
re + 
First Prospects Bank Directors 
( ectors, gomye «ce mn the st chires 
‘ r the } ick ‘ | ¢ ‘ 
‘ expla uv ft ent ‘ | 
create trust tur d tree ! il rt 
ri taxe He sa ten me he ‘ ‘ 
made a sale. but his commission « that 
ile amounted to $600. a erage ¢ 
sH0 ver direct After that othing 
ce Id top him 
| order to obta i id tawe over 
the rospect Mr Trosper tres to get 


ana 


UNDERWRITER 
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| TOWNS SHOWN BY STRIKING EXAMPLE 


= : = : —— ses 


HE “small town” life insurance man 
"Tsometin es feels discouraged and ts 

inclined to believe that his oppor- 
tunities for success few. Agency 
supervisors of almost all companies will 
the fact that they are con- 
in receipt of requests from such 


are 


testily to 
tinually 


men for transfer to a larger territory or 
a more populous one. That “small 
town” work may be made extremely 


protitable, if properly planned and ex- 
ecuted, is evidenced by the record made 


by Joseph S. Maryman of the Aetna 
Life, located at the little village of 
Hampton, Ark. Mr. Maryman went at 
his work im a way that made him the 
leader of his company’s agency forces 


the fact that 
and important agen- 
city ot the Union, 
Campbell & 
Aetna for 
Maryman's 


1923 which, in view ot 
\etna has large 
almost every 
is ot great importance. 
Hart, state 
\rkansas, thus describe 


work 


tor 
the 
cies 
managers of the 


Mr 


Maryman'’s Werk Described 
‘loseph S. Maryman came with the 
\ctna Lite in 1915. He was then 23 
years old, had had no previous insur- 
ance experience, but had been a clerk 


in a store at the town ot Bradley, Ark. 
He is now 31 vei age and has been 
continuously with the Aetna since 1915, 
with the exception ot vears spent 
in the army, private to 
first heutenant 

“Bradley, Ark., where he spent his 
working, has a population, ac- 
1920 290. Mr. 
spent writing 
He paid for a 
first vear. He 


irs ol 


two 


Isiny trom 


first Vear 
to the 
Maryman’'s 


cording census, ot 
lirst vear 
this town. 


million the 


Was 
insur 


ance mn 
quarter ot a 


then moved over to the town of Hamp 
ton, with a population of 271, and spent 
his second vear there. His business ran 
approximately $300,000 


work has always been 


had to 


“His method ot 


very intensive (Ot course, it be 














him to do something tor him. He drops 
his hat to see if the prospect will pick 
t uy sks tor a pencil, or breaks his 
wn, or asks tor a scrap Of paper 
thing to get the prospect started to | 
loing something tor hin \fter he has 
( ct succeed getting him to do 
son littl I : luc! easier to 
cee] m in the d doing as he 
s told 
Follows Up Persenal Articles 
Mr ( t ! s ] le aie success 
Nlowing personal articles in 
S\ en nd the “A\mericat Maga 
( \ite ling about Mr. Fostet 
‘ shoe DUsess in ( hicago, he 
ee e ne train tor that citv. He 
] persuade the secretary to let 
« ‘ ‘ Mr Foster | te lephone, 
nd because of his long trip Mr. Foster 
e | ( . n t talk to the sec 
retal He called, convinced the secre 
the \ e « his proposition to 
stn i extent that she called the vice- 
esice dsMr Trosper sold him} 
( re seeing Mr Foster He then took 
train tor Palatine, lll., where Mr. Fos 
t i visiting his tari ind succeeded | 
ving Mr. Foster drive four miles | 
er ] t! Statiol He sold this 
spect t < the policy that he had 
e t St tor the n s Ss but an 
‘ ‘ c¢ ot equal ( nt tor his tour 
ths-old daughte 
Closes on First Interview 
Mr. Trosper sells 90 percent of his] 
cs ¢ the first interview. He gives | 
e best he mas the tirst time, and be 
iuse he knows that the second or third 
‘ must be much weaker, just 
s a well-worn joke loses its point, he 
makes ever attempt to close the first 
time Successive calls put one in the 


ot begging The prospect's 
much like a painter’s canvas, 
he first paints a background 


ings out the details 


situation 
mind is 
upon which 


nd thes vraduall 


small 


in these l 
p< licy ° 


a man a 
his brothers, 





He v 


then 


write 
nephews, cousins, business 


vould 
his 


write 


sons 


associates and all other affiliations. Na 


etforts 


coun 


turally his 
surrounding 


carried hi 
try, but tl 


m into the 
1e basis ot 


his business these two years is the busi 


ness of these tw 


» towns. 


“His development has been very fine 
He has never been of the flashy, high 


pressure type. O 
extremely 


His business has 


n the 


grown fr« 


contrary, 
quiet, reserved, and modest 


he is 


ym vear t 


year, culminating in the production for 


1923, 

tollows: 

Number ot 
Policies 


Produced 


“Total of 


Every We 


which on the paid-for basis, is as 


Amount 
$ 1,000 
1,500 
2,000 

2 500 
3,000 
4.000 
5,000 
7,000 
10,000 
15,000 
20,000 
25,000 
50,000 


ek 





175 policies, with $1,084,000 


paul tor. He did not miss producing 
any single week during 1923. 

‘In Arkansas there are only sevet 
towns, according to the census for 1920, 
ot over 10,000 population; one 7,500 to 
10,000; tive from 5,000 to 7,500; five 
irom 4,000 to 5,000; ten trom 3,000 to 
#000; 285 trom 2,000 to 3,000; 42 trom 
1,000 to 2,000: 1,666 under 1,000. 

“Practically all the business was got 


ten last vear by 
classes ot 


3.000 | 


and 


towns: 


those u 


of the picture. He 


cation while this 


those fro 
nder 


strikes fo 
picture is 


Mr. Maryman from two 


m 2,000 to 


1.000.” 


r the appli- 
fresh. 


Through his boyhood experience with 


cattie on 


an Oklahoma ranch he learned 


to tell which one of the herd 
to bolt and he knew that ot 
soon tollow. n the sam 
watches his prospect tor sigt 


Is going to bolt 


bolti gy into the right 


bolts otl 
In this way 


rst one 


one a 


and tries to 


channel 
lers 


pplication 


will soon 


was going 
hers would 


e way he 
} 


is when he 
direct that 
\tter the 
follow 


+ 


leads on te 


others 
Must Have Vision 
The successtul agent must be satu 
rated with a religious tervor tor selling 
lite insurance Anvone can obtain as 


much 


success in tl 


busines 


is much 


s as he de 


bigger 


sires, tor lite insurance 
than any man or woman in it. In addi 
tion to a thorough knowledge ot the 
business the agent must have a _ broad 
vision of lite, and he must also have 
what Mr. Trosper terms the “salesman’s 
itch.” which fills him with the desire to 
sell on every occasion. 
Enters Life Insurance Field 

\ lcense for the transaction of lite 

insurance in Canada has been issued to 


the Dominion ot 
Accident This is 
a casualty compat 


time the « 


sickness, 


present 


cident, 


Canada Guarantee & 


a new de 
Vom 


ompany tr 


automobile, 


( anada. 


parture tot 
At the 
ansacts ac 

fire, plate 


glass, burglary, inland transportation, 
guarantee, baggage, steam boiler and 
life insurance. This company is work 
ing along the lines that one company 
should be able to transact every class 
of insurance, and this company is now 
in this class Along the lines of life 
insurance the company intends to write 


non-participating 


] OOK 
laugh; 
graph 


pleasant 


Life's alwa 


business oO 


even if ye 


vs taking 


your 


nly 


yu force i 


photo- 





‘ 
. 
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WRITES CANCELLABLE | 
A. & H. ON AGE BASIS | 


lune 5, 





Stewart LaMont of Metropolitan | 


Life Strikes Out on Inde- 
pendent Lines 
NOT FOR WAITING PERIOD 
Sees Danger of Trouble in Plan—Says 


Harm Done Health Insurance 
by Non-Cancellable 





NEW YORK, Jun Stewart La 
Mont, vice president and manager ol 
the accident and health department ot 


" 
OLLOBVE d a 


thre Metropolitar Life, has 

more or less independent line of actior 
the development of that department 

or the Metropolitan He originated 

the plan of writing cancellable accident 

and health 


upon 


insurance on rates 


All the business of his com 
that 


age. 
pany is on 

Mr. LaMont is 
waiting period 
and accident insurance. He 
the waiting period idea is 
sound from an underwriting 
For the occasional man 
understands what he is buying 
in all events would never put in a 
for disability, which did not extend be 
vond the period of elimination, it ] 
However, Mr. La 


will be a long time before 


basis 
not a bor the 


plan of writing 


mster tor 
healt! 
that 
] 


i\ 


said 
absolute 
standpoint 


; 
who thoroughly 


be satistactory. 
eels that it 
agents can be depended upon to sell 
urance in such a way as to emphasize 
a Waiting period, and even longer | 
policyholders will remember the wait 
ing period 

Like Selling Merchandise 


He said that in selling merchandise 
one salesman may have a pri 
all practical purposes as good as at 
other and yet cost 10 percent less. The 
salesman representing the 

product has an article which costs more 
than his competitor's because oi 
finish. These salesmen can be counted 
upon to emphasize the strong points of 
their various articles. The 
the cheaper article will talk about its} 
usefulness and point out how futile 
is to spend money for finish, ii the topic 


duct tor 


higher pr 


its fine 


sale sian oO 








of the finish is brought up He will 
naturally not spend much time talking 
about the fine polish On the other} 
hand the salesman ot the hi riced | 
article will put his emphasis on quality 
and fine finish 
Buyer May Not Remember 
Salesmen of insurance will do the 


same thing An agent may not attempt 


to hide the 


that his policy has a 


tact | 
\\ aiting period and theretore is cheaper 
but if he will mention it casually and 
point out how unnecessary it is to have 
msurance for the first two, three or 


four weeks, his attitude will 
surance for that period is of little valu 
and of no interest uc] " 
topic for discussion. He will place all} 
his emphasis on the long pet | 


disability 


be that 





and not much of 


Consequently, wher 
the policyholder has a disab 

weeks he remember that he has 

health msurance and will put in a claim 

Mr. LaMont 

] > 


will 
experience shows 
that regardless of whether 
conversation or not he wail 
put in the claim anyway 
he did not know that he 
ting protection tor the tirst mont! 
When the Metropolitan does write wait 


saves 


Was not 


ing period protection, the waiting period | 
is indicated right below the amount ot 
the premmum—the place that the insured 
is most likely to look 

The Travelers attempts to overcome 


LIFE 


the dithtculty by using a form which pro 
vides that if the disability lasts longer 
than a period of three weeks the claim 


will be paid for the entire period of dis- 
ability In other words if a man is 
sick 22 days under a policy with a three 





weeks elimination he will receive 22 
days’ indemnity, while if he is disabled 
20 days, he will receive no indemnity 
rhe ordinary waiting period policy 
would provide o indemnity tor 20 
( ivs’ disability and one dav's indet ty 
ior the >? -day disability Che rates <« 

the Pri velers policy are ab ut tl e same 
s those with a full two weeks elim 
nation period put out by other compa 
nies but not allow ng any payment ior 
the first two weeks of disability regard 
less of tl time lost 


, c 
Mr. LaMont thinks that this will over 


» the trouble on the long claime be 


cause, of course, there will be no dis 
satistaction if indemnity is paid trom 
the first day of disabilitv. He thinks, 
however, the difficulty will still exist 
in claims of less than three weeks 
Would Follow Fire Company Plan 


Most of the underwriting trouble 








the health insurance business could be 
overcome i the companies wi uld de 
cide to get together and be cold blooded 
bout it as the fire insurance companies 
are.” he said “If we would regard 
health insurance risks just as a fire in 
surance company regards a fire risk and 
cancel them off the books as soon as 
it is evident that a risk is found to be 
unprofitable, then we could make money 
on the business and lower the cost ot 
health insurance, but we are not goimeg 
to do that and I do not advocate it It 
is a fact, nevertheless Perhaps after 
our or five vears of education the pub 
lic would realize that the new system 
costs less tor the good risks, wl under 
the system in vogue in 1924, are paying 
the cost of insurance for the bad risks 

“A great deal of harm has been done 
to the health insurance business by 
the on-cancellable policy It is a 
good insurance proposition. It is a-valu 
ible orm of protect but the ver 
name on-cancellable has sec i lot 
of trouble It has wivel pe the 
wrong attitucde toward imsurance They 
have got t the port where they say, 
I do not care what it costs ] want a 
pole \ th it cannot e cane elled ’ | hev 
are not interested in the terms of the 
policy contract Che benetits oftered are 
of no interest to them The tact that 
the non-cancellable costs 30 percent 
more for a contract less liberal does not 
appeal to them What they want is 
no. 4 incellable 2 surance 

“If the term ‘renewable cot tract’ that 
s used by many companies had always 
beet used, this trouble might have beet 
avoided You never hear a hte insur 
ince Ma emphasizing the fact that his 
policy is non-cancellable, do you He 
merely goes out and sells a permanent 
orm of insurance and ‘non-can’ accident 
id health can be written the sa wav 
The trouble with the non-cancellable 
olicy as has been sold is that le 
take vith the id that tire not 
vith the rst clan t ca 
study the matter rther i t | a 
second claim later on that will be paid 
Lnder no circumstances ca the col 
panv take the contract away from them 
This is perl ips a logical es t the 
< petitror the tw t S ! 
slirance 

Mid-West Buys Lincoln Life 

The Mid-west Lite of Lincoh Neb 

nounces thi take ove e lite 
accident d Us css t Li 
coh | e « that cit whose " 
) ] C olimat che recentl R I 
Weaverlng W charac the ic4 ent 
nd health department the Lincol 
Life, will continue in that capacity witl 


the Mid-West. Lincoln Lite had 


about $2,000,000 ot hte imsurance 
torce and an annual premium income ot 
S740.000 on accn 


lent and healt 


ur ability to properly estimate a man’s 
need is one of the first qualities whict 
an up-to-date hte insurance — solicitor 


should px 
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“Station P-M-L-I-C”’ 


Production is swinging along at the most aggressive pace 
m the Company's history. 

Here’s what our representatives have: 

The priceless asset of a nationally-known name—we are 
seventy-seven years old. 

Policy contracts sufficing for every need 

lTopnotch service. 

Advantageous net cost 

Advertising material that “pulls.” 

Regional Conventions that are schools of salesmanship 

Genuine fraternity between Home Office and Field—we 
have neither taskmasters nor slaves 

These are ingredients in our recipe for Field success 
welcome men and women who value them 

Ask any Penn MurtwvaAt representative! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


We 

















Acacia Mutual Life Association 


A Mutual, Old Line, Legal Reserve Life Insurance Compeny 
Insurance in Force, over $158,000,000.00 Assets over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies to 
Master Masons only, at net cost 
To Agents who are Master Masons we offer 
Liberal First Year Commissions Continuous Renewals thus insuring an 
lacome for life to permanent Acacia Agents —Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 








Homer Building Washington, D. C. 
National Produce 


Underwriter Want Ads Results 


One Inch, One Column wide, one time, $5.00 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Exch. 
Phone Wabash 2704 CHICAGO 











Just a Minute! ! 


That's all the time it will take for you 
to write the letter that will bring you 
information about 


Good Agency Openings in Ohio, Penn- 
sylvania, West Virginia, Kentucky, 
Illinois, Indiana and Michigan 

Liberal Commissions 

Non-Forfeitable Renewals 

Complete Line of Policies 

Both Participating and Non-Participating 
Double Indemnity and Disability 

Home Office Helps 

Friendly Dealings 


Get Started Right. 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 


Drop Us a Line Now 
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Northwestern National Life 
Insurance Company 


Minneapolis, Minn. 
ER .Legal Reserve 
I geil eedichavdiew-a cee ee ...$16,666,178.00 
it .....-+91,427,367.00 
Insurance in Force.............$173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 

of liabilities 
Rate of Interest Earned, 1923...... woes 2.20% 
eS 


Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 


New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 
of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 
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SALES DEMONSTRATION GIVES CANVASS 


RATHER novel line of arguments, 
Anwiiict should be helpful to any 

agent dealing with the “not inter- 
ested” rich man, was presented in the 
sales demonstration staged at the Penn 
Mutual agency convention at White Sul- 
phur Springs last week by Vice-Presi- 
dent William H. Kingsley as the agent, 
and Ralph Humphreys, assistant to the 
vice-president, as the prospect. 

The problem involved: Selling in- 
surance to a married man who has an 
income of $60,000 a year arising from a 
trust fund established by his father, and 
whose wife has an income of $40,000 
arising from a trust established by her 
husband. They have no children. The 
husband is a professional man of high 
standing: earns in excess of $100,000 
per annum; owns a city home and a 
large farm, which is more or less of a 
plaything into which he sinks $10,000 
or $15,000 per annum, in excess of its 
yield. The interview was carried out as 
follows: 

* * on 

Mr. KINGSLEY—Mr Humphreys, 
when we were together the other eve- 
ning you were quite outspoken in your 
thoughts regarding life insurance. 
number of your intimate friends were 
present who were aware of your business 
standing and financial condition, and 
probably thinking you would get a rise 
out of me, vou made a few remarks 
along the line of your being one individ- 
ual to whom the benefits of life insur- 
ance could not possibly apply. 

\fter you referred to what most of us 
know with respect to your income, etc., 
1 felt that the occasion was not one 
which would permit any discussion; but 
I drifted around here at this hour, when 
I know you are usually at leisure, just 
to take 15 minutes of your time to con- 
vince you that you have a wrong slant 
on life insurance as applied to your 
particular circumstances; and if the dis- 
cussion of this subject is going to spoil 
your lunch I will just abandon the idea 
at this time; but | want to serve notice 
on you that I am going to camp on your 
trail until you give me your attention for 
a few minutes. 

Mr. HUMPHREYS—I will go 
without lunch and listen to you now, 
rather than have hanging over me the 
thought that vou and I were going to 
have a talk on this subject in the future 
—besides which | will have you at a 
disadvantage, for each minute that goes 
by now will increase the protest that my 
stomach will make over the absence of 
tood. 

Mr. KINGSLEY—I would ask that 
you free your mind of all pre-conceived 
notions you have regarding life insur- 
ance and allow me to register certain 
thoughts which | believe will be inter- 


esting. 

Mr. HUMPHREYS—AIl right: go 
ahead. 

Mr. KINGSLEY—I know your cir- 


cumstances and | want to get right down 
to my first point; After you and your 
wife have spent all of your income that 
is necessary for your comfort and luxury. 
how much of your income is left? 

Mr. HUMPHREYS—Well, we're 


very liberal livers, having no children 


and no tear of the future—so I think it | 


is safe to say that on the average, in- 
cluding foreign travel, which we do, 
charitable contributions which we make 
and general expenses, there is left $100,- 
00C per vear. 

Mr. KINGSLEY—What do you do 
with it? 

Mr. HUMPHREYS—Why, invest it. 

Mr. KINGSLEY—How? 

Mr. HUMPHREYS—Having a home 
and a farm, and not desiring to load up 
with real estate, I go to my bankers, 
look over the securities which he has 
ior sale and under his guidance make 
selections, pay for my purchases and put 
them away in my tin box. 


Mr. KINGSLEY—Did 














your banker | 


FOR “NOT INTERESTED” RICH MAN 


ever suggest that if you wished to buy 
$100,000 of securities, you could make 
a deposit of $3,000 or $4,000 and there- 
after deposit such sum annually, without 
paying interest on the balance—and 
should you die all unpaid balances 
against your purchases would be can- 
celed and the securities delivered to your 
estate? 

Mr. HUMPHREYS—No; I don't 
think any banker would make such a 
suggestion to me, for he would likely 
know that I would regard it as an in- 
sult to my intelligence. 

Mr. KINGSLEY—If my company 
would make such a contract with you, 
guaranteed by $275,000,000 of assets, 
and agreed to sell you $160,000 in cash 
on these terms, would you regard it as 
a favorable investment? 

Mr. HUMPHREYS—Didn’t you hear 
what I said about “insulting my intelli- 
gence?” You must know that a banker 
would not sell me securities on such a 
basis, and if that is so, how can an in- 
surance company do it? 

Mr. KINGSLEY—That’s just the 
point of contact that I want to create in 
your mind. An insurance company can 
do things with absolute safety and under 
guaranties that no individual or other 
corporation can do—and they are doing 
it every day. 

Mr. HUMPHREYS—Ili that is so, 
why doesn’t everybody know of it and 
avail himself of the opportunity? 

Mr. KINGSLEY—That’s exactly the 
admission I wanted you to make. Every- 
body who takes the trouble to consider 
what life insurance will do for a family 
or an estate does know those things, and 
they are making contracts aggregating 
billions of dollars each year along the 
lines that I have made known to you. 
It is only men like you who thought- 
lessly assume that life insurance does not 
fit into your financial fabric who stand 
aloof from it, and that type as soon as 
they become familiar with the facts take 
as large an amount of insurance as the 
companies will carry on them. 

Mr. HUMPHREYS—I always thought 
that men of great wealth found better 
uses for their money. 

Mr. KINGSLEY—lIi that assumption 
were correct, how do you account for 
the fact that the late J. Pierpont Morgan, 
John Wanamaker, Henry P. Davison 
and other wealthy citizens died pos- 
sessed of insurance in life insurance 
companies aggregating millions of dol- 
lars on each of their lives; in fact, they 
took all of the insurance that the com- 
panies would give them. 

Mr. HUMPHREYS—I 
that. 

Mr. KINGSLEY—No, I'm sure you 
didn't: but 1 want to carry that thought 
a little further and drive it convincing] 
home in terms that | think will be to 
vour understanding. You have referred 
to your bankers. Their relations toward 
you and their judgment and knowledge 
have served and always will serve most 
excellently in your undertaking to build 
an estate. There is no better channel 
through which an estate-foundation may 
be built for a man of vour means—but 
all these men carry life insurance them- 
selves, and the point I wish to make ts 
this: You go down to your banker this 
afternoon and ask him to lay out on his 
counter the securities which he has for 
sale, so that vou may make selection; 
and atter he has done so, say to him 
“I’ve got a little different thought about 
investments. 1 want to buy some life 
insurance, and | think I will purchase 
that which you are carrying upon your 
life.” And he will tell you very promptly 
that that is one of his assets which is 
not for sale; thereby proving that he 
holds it at a higher value than the very 
things which you have been buying and 
in which he is constantly dealing. And 
if he on whose judgment you depend for 
the investment of your money holds 
life insurance in that esteem, how can 


didn’t know 
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you fail to follow his lead in that respect, 
when you do so with regard to your 
other investments? There isn't one of 
these men who wouldn't sell any security 
which he owns at a price; but when it 
comes to selling their life insurance you 
will find that that is one item which is 
looked upon as a dependable cash asset, 
which they regard as precious and not 
for sale. 
Mr. HUMPHREYS—Do you know, 
you have given me an entirely different 
point of view regarding life insurance. 
| am not a slow thinker; and | want to 
know how much it would cost me to 
take on a million dollars. 

Mr. KINGSLEY—The 
thing, for you can afford 
anything so far as money 
Insurance premiums should hardly be 
spoken of in terms of “cost.” They 
represent deposits that are returned to 
you as part of the ultimate fund; but the 
unportant thing is something else: Are 
you in physical shape to take advantage 
of the benefits of life insurance? You 
have been leading a pretty easy liie, are 
a man of full habits, and you will have 
to have the doctors determine 
you are eligible. 

Mr. HUMPHREYS—Well, vou send 
a couple of them around this afternoon 
and have them look me over. 1 hope 
that I haven't Iet this thing go so long 
and become careless that I have 
gotten out of condition physically, for 
now I see that if I can get life insurance 
| will then have among my assets 
item of supervalue to my heirs. 


PRESENT IMPORTANCE 
OF MEDICAL MEN TOLD 


(CONTINUED FROM PAGE 4) 


cost isn't the 
to do ‘most 
is concerned. 


sO 


tion. Not infrequently, bitter and costly 
experience teaches that the choice of the 
physician used for medical examinations 
must rest with the company, and not 
with the applicant or agent. 

“Examiners should be graded accord- 


ing to the service they render, they 
should be educated by having the 
underwriting viewpoint presented to 
them at medical meetings, in medical 
school courses, and in bulletins and 
personal correspondence, and for this 
work the medical director requires 


up-to-date medical and insurance knowl- 
edge, and a personal appreciation of the 
average doctor’s point of view. A ‘ay- 
man usually cannot successfully handle 
a corps of busy physicians as he would 
direct a corps of office clerks. 


Is Becoming Big Preblem 


“Systematic, painstaking, interested 
supervision of the examiners of a life 
insurance company, combined with loy- 
ally supporting them in furnishing de- 
tailed and reliable data will pay better 
in the form of mortality savings than 
equal expenditure in any other 
direction. 

“Furthermore, the problem is becom- 
ing an increasingly difficult one for sev- 
eral reasons. Specialization is monopo- 
lizing the interest of the better men in 
he larger cities. The general practi- 
tioner, in the sense of a generation ago, 
is unfortunately for the public, the pro- 
fession, and especially for life insurance, 
becoming almost extinct. The internist, 
unless he is just beginning his specialty, 
will usually not take the necessary time 
and interest to become a good examiner. 
The other specialists are not interested 


an 


whether | 


an | 





or experienced in the details of an insur- | 


ance examination. 
“In the country districts, the 
men are rapidly drifting towards 
big cities, the rate having been acceler- 
ated during the past three vears by the 
unusually serious financial condition of 
the farmers, which often does not per- 
mit them to pay for medical service. 
Therefore. to obtain a good interested 
examiner is becoming more and more 
dificult, and the necessity of retaining 
the interest and cooperation of the avail- 


better 


the | 


ible competent examiners the more im- | 


perative. 
Should Prevent Selection 
‘The svstem of appointing the best 
ailable man as ‘chief,’ and giving him 


LIFE 


priority for all examinations in his ter- 
ritory when he is available is unques- 
tionably the best method for physician, 
agent, and company. Physicians resent 
being put at the mercy of an unreason- 
able or dishonest agent, which is the 
case when such an agent can refer his 
applicants elsewhere when the examiner 
will not suppress impairments or hurry 
through a superficial examination. Where 
a company gives the agent the privilege 
of choosing one among several physi- 
cians, the tendency will inevitably be 
to use the examiner who finds or reports 
the fewest impairments. This selection 
against the company will be intention- 
ally practiced, and the threats of with 
drawal of patronage used only by the 
unscrupulous agent, whose occasional 
entrance cannot be prevented to even 
the most carefully selected agency force 
The highest grade agent desires to use 


the examiners preferred by the com- 
pany, because such a man realizes that 
he will, with such examination, obtain 
the most liberal selection consistent with 
justice to the company, and this is all 
he desires, but the wrong type of agent 
cares only about his commission, and 


nothing for the company’s interest 
Censervation Werk Grows 


“The education of policyholders in the 
laws of health and hygiene, and help in 
putting such laws into practice, has 
spread rapidly during the past decade, 
largely under the inspiration and exam 
ple of the Metropolitan Life and the 
Liie Extension Institute. Here again 
the tield of the medical director must 
broaden beyond the scope medical 
selection. Many companies using 
the Life Extension Institute service, or 
have put into force a health service to 
their own company, and unquestionably 
this practice will develop. The Metro 
politan figures show conclusively that it 
pays in mortality savings alone, and it 
probably pays even larger returns to 
the company in establishing a most de- 
sirable relationship of intimacy and con- 
fidence and service with the individual 
policyholder, and constitutes one of 
the best possible advertising and conser- 
vation contacts. 

“An insurance company is more than 
simply a commercial corporation. It is 
a vital institution. It contributes 
to the community and to the state far 
bevond the financial interests involved 

“It is peculiarly fitting that it should 
take an active part in the greatest of 
modern philanthropic movements, the 
prevention of unnecessary deaths, and 
the preservation of health and life. Fur 
thermore, a life insurance company is 
So organized as to lend itself readily and 
effectively to this work. The medical 
director must be responsive to the ap 
peal and opportunity for the latest and 
best side of medical science, the pre 
ventive field. Under his suggestion and 
leadership, each company may become 
an active proponent of public health in 
the community in which the home ot- 
fee is located, and throughout the field 
of its agency and examiner distribution. 
And to this appeal and opportunity the 
life insurance companies of America 
have responded and are responding with 
increasing emphasis and devotion. It is 
our great privilege to have what seems 
to me the most appealing challenge in 
modern industry: both a professional 
and industrial activity, combined in an 
institution which stands foremost of all 
modern enterprises and which also offers 
a varied field of and altruistic 
endeavor.” 
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Diamond Life Bulletin Serviee—W ork - 
definite, concrete plans and illus- 
which have been actually and 
used by the most efficient 
the business. The sections 
insurance.” “business insur- 
tax insurance” and 
are especially effec- 
tive In addition to the salesmanship 
bulletin, complete up-to-date bulletins 
are issued on changes in dividends, rates 
policy contracts, etc. The service is 
worth thousands of dollars general 
agents and company managers who are 
searching for workable ideas, plans and 
methods for instructing agents Pros- 
pectus will be sent to you on request 
THE NATIONAL UNDERWRITER, 42° 
East Fourth St., Cincinnati, 0 
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A PRACTICAL BENEFIT 
TO ANY 
COMMUNITY 


Medical Lite’s Sub-standard policy is far more than merely 





an agency money-maker. This policy performs a service 
and conters a benetit—that the applicant would otherwis« 
lose 
4 
Vrite Medical Life about this pe licy; it means a greate! 
profit and you render your community a very practical 
Scrvy icc 
Ask, too, about our method of cooperation, our Standard 
policies, our Child's Endowment policy and why Medical 
Life representatives progress so rapidly 
Medical Life representatives are completely equipped to 
conduct a profitable agency business on a very large scale 
my 
id 
. . 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Viee Pres. & Gen’! Mer. 


E. E. BROWN 


Agency Supervisor 























SAFE AS A GOVERNMENT BOND" 


The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT ~° MONTHLY INCOME INSURANCE 


Sa@eeM LATEST POLICIES AND AGENCY CONTRACT M@URZUHE 
Openings Ohio, Ind., Ky., Mich. W. Va., Tex. and Okla. Write Columbas 


o 











SERVICE TO SALESMEN 


Advertising plan which 
is available absolutely 
free. No charge for 
prospect leads. 


BANKERS LIFE COMPANY 


Des Moines, lowa 


GEO. KUHNS, President 











WINNIPEG’S 


New — First Class — Downtown and Leading Hotel 


The Marlborough 


240 Rooms— 220 Baths — Sample Rooms 


Within three minutes of all Insurance Offices and Agencies 
and Center of 
Financial, Wholesale, Shopping and Theater District. 


R. H. Webb, Manager 
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SUGGESTS TIME PLAN] 


FIELD WORK AIDS ARE GIVEN 


THE NATIONAL 


various phases of field and 
| agency work and treats specifically with 
the use of the agents’ working time. The 
bulletin strikes at the new note of serv- 
ice in salesmanship and tells of the rela- 
tion between calls and sales. 

Quoting from published figures, the 





Metropolitan Life’s Bulletin Tells of | Metropolitan bulletin gives the results 


Certain Methods of Value in 
Agent’s Program 


\ valuable discussion on methods ot} 


organizing salesmen’s time is given in 
the second business leaflet issued by 
the Policyholders’ Service Bureau ot 


This is the sec- 


the Metropolitan Life 
the Metropoli- 


ond bulletin put out by 


of tests made as to the matter in which 
salesmen spend their time. It is shown 
that Henry S. Dennison found upon in- 
vestigation that the time of salesmen 
| was spent approximately as follows: 

In traveling, 40 percent; in waiting to 
see prospects, 15 to 20 percent; miscel- 
laneous clerical work, 25 percent; and 
in actual contact with the customer, 15 
percent. Figures on a study of the work 
of a single salesman as made by Lowe 





ft 


in Wisconsin: 


“And on top of it all the op- 
portunity with the biggest 
O is our agency contract.”’ 





@ A good insurance man can do well in any 
location, but he can probably do BETTER 
Fewer companies in the 
field; a high average of intelligence, a 
standard of living that is away up; a state 
wide system of improved highways, and a 
permanently prosperous farming community. 
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| We can 


Promoters 


—Buy the balance of your stock. 


—Put you in business at once. 


Resell stock back to you at same price. 


If your organization is strong and your stock 


partially sold; you 
plan. 


will be interested in our 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, III. 


UNDERWRITER 


Brothers Company are also given, show- 
ing the following: That the agent's 
cost per 


. 


call was $18.70; that he called | 


upon one agent once who bought not $1 | 


worth of merchandise from the company 
during the entire year; that a town in 
which no sales were made had been vis- 


ited seven times at an expense of $131; 


that one account was called on 52 times 
at a selling expense greatly in excess 
of the proceeds made on the account; 
that one agency was called on once, the 
sales from which amounted to $18.20 
and the cost of the call amounted to 
$18.70; that another agency buying $1,- 
850 worth of merchandise was called on 


Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can - 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








HOME LIFE INSURANCE CO. 
ETHELBERT IDE ‘Low, President 


The 64th Annual Report shows: 


Premiums received during the 








er TS scékesechetesaened $ 7,686,855 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. ........+++- 5,871,544 
Increase in Assets........... 2,401,587 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force...........+ 247,373,218 
Admitted Assets ...........+- 48,655,222 
FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 ste peace Nat, Bank 


uilding 
CINCINNATI, OHIO 


229-233 Leader-News 
CLEVELAND, OHIO 














ASSETS 


1916 ... .$125,222.00 
1917 .... 129,523.00 
1918 .... 155,613.00 
1919 .... 203,600.00 
1920 .... 303,164.00 
1921 .... 404,224.00 
1922 .... 984,558.00 





J. O. LAUGMAN, President 





Seven Years of Steady Progress 


The [nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 
company with a record to be proud of. To represent 
this dependable company is to represent a pillar of 
safety in the life insurance business. You are assured 
of a maximum degree of intelligent co-operation. 
Write us at once for an agency. 
of assuring you of a successful career in the life in- 
surance business. ' 


INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 


e have the means 


INSURANCE IN FORCE 


1916... $ 203,000.00 
1917.. 704,500.00 
1918.. 1,382,500.00 
1919... 2,973,000.00 
1920... 4,513,000.00 
1921... 5,019,000.00 
1922... 9,148,126.00 
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once; and that another customer buying 
$208 was not called on at all. 

The bulletin proceeds to explain how 
the Dennison Manufacturing Company 
and the Fuller Brush Company have de- 
veloped this phase of the field work. 
The Dennison Company has covered its 
25 selling districts and analyzed the 
conditions. In two of the districts lists 
ot prospective customers were made and 
arranged by classes of trades and geo- 
graphical locations. The district man- 
ager’s clerical force was increased so 
that the clerical work of the salesmen 
could be reduced to a minimum. The 
salesmen’s work was carefully planned 
in advance of its execution. When the 


city salesman arrived at the office in 
the morning, the records of the pros- 
pective customers he should call on 
were ready for him in geographical 


order with a report slip of each of these 
customers, calling for a minimum 
amount of entries to give a complete 


story of the call. The samples of mer- 
chandise that will interest these par- 
ticular customers were prepared and 
ready and also any information that 
was of value to the salesman. At noon 
the salesmen turned in samples, rec- 


ords and reports, having gone as far as 
time allowed on his schedule, and as 
sumed a new list of prospects and sam- 


ples for the afternoon’s work. With 
this system, a glance at the informa. 
tion card, which covers the customer's 


needs, the results of previous calls and 
all other information of interest to the 
salesmen, the 


gives salesman a sum- 
mary of the entire case, without the 
waste of any time. 

The Fuller Brush salesmen have 
adopted a different plan of attack. They 
present advance notice cards at a cer- 
tain number of doors each day. These 


cards are sometimes put in the mail box, 
but more often handed personally to 
the housewife, and explain that the 
salesman will call at a definite future 
date This plan enables the salesman 
to make numerous early morning ap 
pointments, that being the most diffi 
cult hour in the day’s work. They work 
on a definite program begininng at 7:30 
or & in the morning, taking a_ short 
lunch hour at noon and putting in a full 
four hour’s work in the afternoon. They 
have developed a auick demonstration 
svstem and have reduced to a minimum 
the time which they demand of the 
buyer. When the salesman finds the 
prospect is out, in order not to entirely 
the value of his call. a card ar 
ranging for an appointment is often left 


lose 


at the house The Fuller Brush Com 
pany states that it average a sale for 
every two demonstrations Tt is fur 
ther pointed out that a man does not 


give the law of average a chance to help 
him unless he calls on a_ reasonable 
number of people during the day. The 
Fuller Company asks its salesmen to 
put in 40 hours a week in five days, 
eight hours a dav. canvassing. The 
sixth dav or Saturdav is devoted to de 


livering orders, taking reorders and 
giving general service. 
The Metropolitan sums up its sug- 


gestions for practices in successful busi 
the effective use of the sales- 
men’s time as follows: 


ness tor 


1. Relieving the salesman of all 
sible clerical work 

2. Giving the salesman adequate in 
formation of past requirements. of cus 
timers. 

3. Carefully 
salesmen 


pos- 


routing the work of the 

4. Reducing the size of territories so 
that they can be covered economically 

5. Training the salesman to give quick 
demonstration and concise selling talk 

6. The use of the advance notice card 
wherever possible 

7. Endeavoring to 
set aside a definite 
man. 

8. Making the call effective when the 
customer is out or busy givine a dem 
onstration, fixing a window display or 
credit information 

9. The use of the automobile for small 
town work 

10. Always stressing the idea of serv- 


have a customer 
time for the sales- 


securing 


| ice. 
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Plan Used With Riera in the Sale of 
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sent in tact it generally requires the | my signature is of greater moment to 
third letter and a personal call to find | the business men of Philadelphia than 
e. ° ° out definitely how matters stand that of the Penn Mutual Life 
Business Insurance Is Outlined by Big My first letter is as follows With this letter is sent a postal card 
‘ 2 On the tront of it, The Penn Mutual 
P d P M t | te t | , ream, | ectie Insurance Company, 6th and Wal 
roducer at Penn Mutuals Convention | te sisi of tort toss resutting trom | iat Streets, Philadelphia Dept ai 
By WILLIAM J. AMOS ates is 900 times greater than th Business Insurance On the back of 
erohabélition of the Gestraction of you the card What is your suggestion 
USINESS insurance, like any other! poses alone, and | therefore have saved plant by fire Signature Unnecessary,” and my key 
Binsurance, mav be likened to the! time and energy What would happer f ne of your!] Number agreeing with the blank book. 
farmer's seasons. There is seed My plan, then, is as follows: Farst of | business associates should dic Hav Signature Unnecessary” appeals to a 
time and there is harvest There is the! all, | purchase a business directory ot | you giv i thought good many people because they don't 
cureiul preparation of the soil; there 1s | the town or city in which I wish to Do you worry ngprer a plate glass wit have to sign something The number, 
the planting and cultivating; and finally | operate Phen | get a large loose-leated ; A a 9 . om Moon nine mead = ot course, when we get the card, is 
the season of rejoicing when the harvest | blank book | take this directory ot sta he rage ; ve ; pw “gg ha an checked with our number in address 
is in the particular town or city | am gomg: (ol. any ~ seared AR cp if vour | DO@k, and name of firm is thus located 
We shall theretore start out prepat to work in and set down this book t burns vou simply rebuild wit! Now we will tollow this card The 
ng our soil. In the case of business in- | the name ot each firm irrespective of nau ! y st step of course ts to acknowledge the 
surance the securing of prospects will whether it be a partie rship or corpora But if » m“rtner dies what n card as per tollowing letter 
claim our attention first I am sure| tion. Under the name of each firm, it a’ , , everything sured ntlemen 
every salesman will agree that the secur We ar receipt of your inquiry of 
ing of active, worthwhile prospects 1s . “w- _— 4 Be ag our Jetter on the 
our toughest problem in any lite insur Every agent who has ever written any business life insurance, or ever ~eding sea 5 pametiet einen pet gg 
ance effort. Of course we are told expects to write any, will find much of interest in this address delivered by senevnl Gar, the eeamene Gan aon 
everybody ts a prospect joth sides ot William J. Amos of the home office agency of the Penn Mutual Life at business house should carry business 
the street are lined with them. Well, the company’s agency convention last week at White Sulphur Springs. nsuranes 
vou and | know this is just plain “bunk. He outlines the selling process throughout, which he has personally used Before we submit a definite propo 
Prospects are hard to tind. We sales- with great success. sition to you, in other words one fitted 
men all know that three-fourths ot our | Kae your requirements, it will be 
time is occupied mn searching for pros . ieee no : goth ae vee 
yects, | , a ’ ’ at , , , “9 Ss ’ mine 
a , | partnership I write the names ot part ! sont nent a SOS OF FOUL Serer 
Gets Mailing List _ ners: if a corporation, the names of the bri \ ag ed ey ee 
from Business Directory chiet officials het | 1 umber Cat h gt ‘eo hein ss . ~~ t ! withir day or so and will “8 
For a good many vears ] have had firm trom No l up, this tor the oa = ! ! ? ad we | ! ! ce ! ' ris lestions which 
my own ideas about getting prospects, | Pose ol identification later 1 usualls dye ! y \ ! he sul 4 PP Sen gna oe may have de 
especially for business insurance As | make up a list of 1,000 at a time ‘ ; ? ; f kine yeu weer caneh fee Same 
most of you know, I am a firm believer My next step is to arrange the matter Yours very truly, card. we at 
" personal advertising. That 1s, I which | propose to send to these fir S THE PENN Mit rUAL LIF! Your very truly 
constantly use circular letters Che | Personally, 1 use three letters. | could, INSURANCE COMPANY THE PENN MUTUAL LIFE 
postman, theretore, does most ot my) ot course, use one, and quite often the his letter, vou will note. is sent in the INSURANCE COMPANY 
iootwork. If 1 can get him to carry my | very first letter brings a repl) Some ‘ he Penn Mutual Lite Insurance We next proceed to look up the 
story and bring replies, 1 can use my | times it takes the second letter to wake | Compat | don't appear in it, because] financial rating of the firm. and. if 
legs and head for salesmanship pur-] ‘em up; sometimes the third letter is 1 a ot egotistical enough to feel that | possible to secure any information that 











BANKERS 


| Home Offfice: 
| Assets - ° 


LIFE INSURANCE COMPANY 
OF NEBRAS 


Lincoln, 


Nebraska 
$23,500,000.00 





Ne br 


Tamora 
Bankers Life Insurances 


Lincoln, Nebr 


Company 


vour drait for 
15386 which has just 


Gentlemen | am pleased to acknowledge receipt of 
represents the surplus on my $5,000.00 policy No 
I was 38 vears old | applied for the msurance 
$184.50 or a total of $3,690.00 during the 20 vears. 
and a $5,000.00 paid up policy on which I am to 
live. In other words | have $5,000.00 estate 
protection 


dividends as 


$1,615.75 


draw annual 
which has cost me 


The payment of the premiums was never a hardship and now that the 
matured | can enjoy the surplus and know that my estate will have an 
$5,000.00 in cash at my death. | could have taken $4,860.00 in cash or a paid 





of $8,720.00 


been good word tor your Company and it 


stul in pursuading many 


It has a pleasure to say a 


that vour agents may be 


Yours 


sucece more people to take 


truly 


PRANK ANS 


April 9 


$2,074.25 
matured 
and have paid an annual premium of 
| now have your draft for the surplus 


rd 20 


policy has 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


1924 


which 


W hen 


long as | 





Veat — 


Name of Insured... Frank Anstine 
Residence..................Tamora, Nebr. 
Amount of Policy...... ....... $5,000.00 


Total Premiums Paid............. 3,690.00 


SETTLEMENT 


Total cash paid to Mr. Anstine $2,074.25 and 
a paid up participating policy for 


additional 


up policy 


my wish 
policies 


riNt 








If interested consult one of our agents or write 


Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


5,000.00 
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may be of assistance, because I think 
the more we know about a man or 
company the stronger we are when we 
arrive for our interview. 


First Call Is Made 
On Head of Concern 


Our next step is an important one, 
because upon its results depends as a 
rule our success or failure in the case.! 
! usually allow a lapse of at least three. 
days between receipt of card, my reply, 
and my call. 

My first eall is usually upon the presi-, 
dent, if a corporation, or either partner,} 
preferably the senior. ‘I send in my 
regular business card. No camouflage. 

1 reptesent the Penn Mutual Life Insur- 
Company. I am not ashamed of 
usually write at the top of card, 
So and So, I would like to get 
some information.” This as a rule gets 
me in. After the usual preliminary, I 
say, “Mr. A, here is a card we received 
from your firm the other day. You have 
asked us for a proposition. Inasmuch 
as all these propositions are made in 
writing, | have come to secure some 
data. Of course you know by this time 
that this proposition has to do with in- 
surance, not perhaps as you generally 
understand it, but a plan that has to do 
with the very life of your great business. 


ance 
it I 
‘Mr. 


We want to submit a plan. It isn't 
yoing to cost you a cent to read some 
good suggestions Now if you don’t 
mind, will you tell me how many active 
members in your firm? I would like 
their names and dates of birth too, 
please.” 


Get Data and Arrange 
for Another Interview 


meantime he has asked what 
about, and a half dozen other 
He may have been surly or 
gentlemanly. He may have been inter- 
ested or not. These are details. If he 
seems interested in having you submit 
a plan, it is well to ask as a parting shot, 
Mr. A, suppose you men bought busi- 
insurance, what would be a proper 
umount to figure on.” Or the conver- 
sation may take another drift and you 
will be able to find out the proportion of 
stockholdings, etc. In brief, get all you 
can gracefully. Then I would close the 
interview by saying: “Mr. A, I thank 
you for this information. It will require 
everal to prepare this plan, and 
when it’ me | want to go over it with 


In the 
all this ts 
questions 


ness 


days 
} 


s «ck 








Only high -type men and women can obtelo 
contract to represent this company. 


Open territory in Ohio and Minnesota. 
Interesting General Agent’s contract di- 
rect with Company backed by real co- 
operation. 





Cumwron Matonay 
President 
A. Mosa.ey Horxivs, Manager of Agencies 


j Home Office Building 
11! N. BROAD ST. PHILADELPHIA, PA. 


Jacxsow Matowazy 
Vice Pread 




















WANTED 


At the home office of a small Eastern 
company, a young man, graduate 
of a university course of life insur- 
ance, who has had field experience 
and who can, through print, convey 
to others his knowledge and the re- 
sults of his own experience. Address 


J-55, care The National Under- 


io 

















NATIONAL 


THE 


you so you can explain it to your asso- 
ciates. What day next week will be 
convenient? We have so much of this 
type of insurance before us all the time 
that it’s a job to keep our engagements 
from conflicting.” So you make a date. 
Now you have the names of some suc- 
cessful men, and their ages, and a _ 
of inside information perhaps, which, o 
course, is carefully filed in your ~aediem 
of age file. 

Make Up Proposition 

for Firm Approached 

My next step is to make up a propo- 
sition for this firm. This proposition 
is made up on the brightest yellow 
paper I can buy, and bound in our 
“Quaker Grey.” I use this yellow paper 
for two reasons. First, it harmonizes 
with black type and grey cover. It is 
beautiful in combination. Ninety per- 
cent of all sales are made through the 
eye. That's why we like to get men to 
figuring. Men, whether drunk or sober, 
see things. This is why the farmer 
grows red apples. People buy apples 
through the eye, and strange enough, 
this is especially true in selling insur- 
ance. 

My second reason is because the yel- 
low paper cannot be lost on a busy man’s 
desk. One of the largest cases I ever 
wrote was secured because the bright 
yellow illustration failed to stay hidden 
under a multitude of papers. My client, 
upon occasion of my second call, com- 
menced to fumble with some papers on 
his littered desk, saying all the time, “I 
guess I have thrown it in the waste 
basket,” meaning, of course, the prop- 
osition. I glanced over his desk, and 
with a laugh said, “Oh, no, Mr. V. you 
wouldn't do that because it’s too pretty, 
and besides there it is waiting for you.” 
Sure enough, there was the bright 
yellow pages shining like a lighthouse, 
and it let me into a $3,000 premium, 
which isn't a bad harbor. So I say, make 
up the proposition and get him to say, 
“You surely went to a lot of trouble, 
and it surely is clear.” 

Be Sure That Prospect 

Follows Every Statement 


Sit down beside your client with your 
proposition, pencil in hand, and get him 


to follow every statement. Don't talk 
too fast. Stop at the end of every state- 
ment and ask him if he follows you. 
Get him to saying, “Yes,” “Yes,” “Yes.” 
All affirmative statements. After you 
have gone over the proposition, take the 
paper and throw it carelessly to one 
side and say, “Mr. A., | think you 
agree with everything I have said in 
that paper. Don't you?” “Yes.” “ 
can't make another move until you and 
your partners do something for me. 
You have seen my picture. You have 


agreed that it’s a good thing. You have 


that you want it, 


}of these replies, 


| 


We now come to our second letter. 
This letter is sent out about a week 
lafter the first, and of course only to 
those who did not reply to No. 1. Here 
it is: 
Gentlemen: 

Recently we wrote you a letter calling 
your attention to the subject of busi- 
ness insurance. As yet we have had 
no reply. 


In 
what business insurance 








Send Third Letter if 


not told me definitely 
because I have not asked you. On the 
other hand, The Penn Mutual Life In- 
surance Company is not yet ready to 
issue these contracts even though you 
asked it to do so. You don’t know that 
you want it, and we don’t know that 
we want you. Now I'll tell you what we 
will do and it won't cost you a cent. 
Suppose we arrange matters so that 
you and your partners control the sit- 
uation. I'll have our doctor look you | 
over and you will, if you pass, be in a 
position to control the situation If 
you want it, then you can have it. If 
you don't, forget it. If you don’t pass 
you will know what's wrong and you 
can then take proper precautions. After 
the examinations are over and the pol- 
icies issued, we have the goods. You 
know what to do after that as well as | 
I do.” 

In passing, I want to say this. Never 
sell business insurance unless you also 


sell the idea of an agreement to control 
the distribution of same in event ol 
death. These forms are all prepared by 
the company, and their discussion at the 
time of your interview will be most 
helpful 

Now we have followed our reply card 
to its logical sales conclusion. You can- 
not write them all. ] may say in passing 
that my replies will average about 5 


U NDE RW RITER 


percent of the first letters sent out if 
the list is well selected by myselé. Out 
sooner or later I will 


may better realize 
ean do for your 
one of your partners dies 
time in your firm's affairs; 
eash in lieu of his 
and credit influence be 


order that you 
firm, 
ata 
wouldn't 
operation, 
a help? 


suppose 

critical 

hard 
advice 


co- 


Suppose he was the owner of the con- 
trolling interest and his executors, 
ignorant of your business, should prove 


wouldn't some good hard cash 
situation? 

it's put up to you as the sur- 
business to buy or sell. If 
you sell, you part with your business 
necessarily at a less, because your busi- 
not worth as much with a dead 
partner. If you Buy, where is the money 
coming from exeept out of your busi- 
ness, already weakened? Wouldn't cash 
from an outside source be most accept- 
able? 

Suppose 
death your 
interests, and your 
ing about the business. 
cush let them out whole 
the estate? 
Suppose 

the 


stubborn; 
control the 

Suppose 
vivor of the 


ness is 


‘ause of your 
cannot buy out your 
family knows noth- 
Wouldn't ready 
and thus protect 


you die, and be« 


partner 


there is a 
time of your partner's 
yeur firm has gone its limit at your 
bank, and it means cash or failure. 
Wouldn't the guaranteed cash values of 
your business insurance policies help 
some? 
Think these suppositions 
few days and let us have an 
to submit a proposition covering 
terest of your firm, 
Yeurs very truly, 
THE PENN MUTUAL LIFE 
INSURANCE COMPANY. 
This brings back a few replies. Per- 
sonally, I think if a man will read this 
letter it will club him into action 


financial slump at 
death, and 


over for 4 
opportunity 
the in- 


There Is Still No Reply 


If there is still no reply, I send out 
my third and last letter and it reads like 
the following: 

Gentlemen: 


, 1924 


these personal trips after these letters 
certainly do pay. The ice is broken, 
The firm is already acquainted to some 
extent with what we are trying to do, 
You don’t beat about the bushes with 
these fellows. You either write them on 
the spot or know why. 

The above is my plan for developing 
and culminating prospects for — 
insurance. It may be old fashioned, i 
may be slow. I never have written a 
big business by this method, perhaps 
that’s my fault, but I have written a 
steady business. and one where lapse is 
almost unknown. 


Get Some Sort of 
Plan, Then Work It 


My suggestion is, get some sort of 
plan and then work it. The haphazard 
go-as-you-please system is out of date. 


There is no system, however, that will 
bring you a consistent line of good 
business without hard work. “They 


won't come in” except occasionally, and 
then they are either physically unfit or 
some poor fellow has worked his head 
to start them. 








On the 2ist instant we outlined to you 
some conditions which, in the ordinary 
course of affairs, might, in the absence 
of business insurance, happen to your 
firm. 

Inasmuch as we have not heard from 
you, we take for granted that you are 
extremely busy at this season of the 
year, and we have accordingly asked our 
Mr. Amos to call upon you and answer 
personally any question which our let- 
ters may have developed. 

Yours very truly, 
THE PENN MUTUAL LIFE } 
INSURANCE COMPANY. 
If there is no reply I go myself, wit 











the factory output 


—for in this city, 
alone is over $100,000,000 per year. 
Your opportunity is unlimited, but 
you must be a big man to swing it. 
You must be a big personal producer, 
and a good organizer of men. You 
must have a high social position, and 
at least $25,000 in assets. You must 
be able to earn at least $12,000 per 
year. 
That is the man required—worthy of 
our 100% co-operation in finding and 
closing business and the support of 
a company with a low percentage oi 
rejections, high ratio of assets to 
liabilities, and policies having new 
selling features and settlement pro- 
visions, not yet issued by any other 
company. 
Picture the business you can build for your 
self, with such strong assistance and in 
such a prosperous city. Your contract (direct 
with the home office) will call for a liberal 
first year commission, a renewal commission, 
a collection fee, an office allowance and a 
business-development allowance. 


what you can do! 
care The National Underwriter. 


NOTE: We also have an unusually 
tive, special contract for good 
whose experience is limited 


Show us Address J-€2, 


attrac 
salesmen 











ARE 


a clean record and the ability to 
Life insurance organization ? 

live territory Illinois ? 
very satisfactory 


care The National Underwriter. 


possessed of an ambition to do bigger and better things ? 


Are you a man big enough and capable enough to develop the 
This is a very attractive proposition on a 
salary and commission basis. 

If you think you can fill the bill, we will be glad to get in touch 
with you and arrange for a conference. 


YOU 


Have you 
secure and build up a high-class 


Address Agency Dept. J-67, 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please addyess the company for further information.’ 
The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 
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Declaration of Independence 


FACSIMILE copy of the Declaration 

of Independence has been issued by the 
John Hancock Mutual Life Insurance Com- 
pany. 


This reproduction is a composite reduced 
facsimile, one-quarter size, taken from a 
facsimile reproduction of the original Dec- 
laration of Independence made by W. I. 
Stone, in 1823, under the direction of John 
Quincy Adams, then Secretary of State. 
The original engrossed Declaration is in the 


custody of the Librarian of Congress at 





Washington. The John Hancock Company 
will be glad to send a copy of the Declara- 
tion to any person sufficiently interested to 
ask for it. 





Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 


Over Sixty Years in Business. Now Insuring Over One 
Billion 850 Million Dollars in Policies on 3,300,000 Lives. 




















PP HE Chicago National 


Life Insurance Com- 





—ift ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Underwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, IIL. 























A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 
$5,000, the face of the from certain SPECIFIED 
policy in case of death ACCIDENTS. 


from any cause. 


$10,000, or. DOUBLE 
the face of the policy, in 


$50 PER WEEK, direct 
to the insured, in case of 
total disability as a result 





case of death from any 
ACCIDENT. 

$15,000, or THREE 
TIMES the face of the 
policy in case of death 


of accidental injury, for 
a period not to exceed 52 
weeks; and after that $25 
PER WEEK throughout 
the period of disability. 


A Sound, Conservative 
New England Institution 


United Life and Accident Insurance 
Company 


Home Office, United Life Bldg. 
Concord, N. H. 














~ go Southland Life 
te ~ Insurance Co. 
, ka HARRY L. SEAY, President 


Insurance In Force 


$75,000,000 


Admitted Assets 


$8,330,000 





The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer, in Charge of Agents 
PHILIP N. THEVENET PAUL V. MONTGOMERY 
Viee-President and Seeretary Viee-President and Actuary 


DALLAS, TEXAS 














| 

















Knights of The Needy! 


[: THESE AFFLUENT TIMES when so much is being said and printed about million-dollar 





policies taken for the purpose of paying estate and inheritance taxes on great fortunes, it is 
well for us to lower our eyes once in a while and observe the blessings brought to those in hum- 
ble walks of life by those lowly full-time and part-time life insurance advocates who toil day in and 
day out among those prospects to whom the premium on even $1,000 of life insurance means some 


personal sacrifice. 


Do you think that the story of Mr. Million Bucks, who recently passed away, and who by carrying 
several millions of life insurance saved his estate from being “gypped” by Uncle Sam to the tune of 
two millions of dollars, impresses the advantages and the solemnity of life insurance upon the heart 
and mind of Mr. Average Citizen as profoundly and reverently as does this letter from a little girl 
whose father left her only $1,000 of life insurance? 





Morris & Plunkett, District Managers 
Illinois Life Insurance Co. Kewanee, Illinois, 
Viola, Illinois February 22, 1924 
Gentlemen: 

I received your letter telling me that you paid my guardian $1,000 on the life insurance 
policy carried by my father who died a short time ago. I am more grateful than I can tell 
you, as this money will not only be a great help to me but to my mother, as without it, I 
would be dependent upon her entirely. She works every day and we live with my grand- 
mother who is not at all well. 

For many months just past I have been crippled. I broke my ankle and tuberculosis set 
in the bone, so for a long time I had my foot in the cast and had to use crutches. The 
last six months I have been wearing a brace and going to school. Now the doctor says my 
foot is cured but I will have to be careful always, so I want a good education and the 
money will help my mother to send me through school. 

Yours very truly, 
P. S. Many thanks to you. (Signed) Miss Irene Bell Wallace. 











KNIGHTS OF THE NEEDY! Indeed they are, those splendid men who strive in season and out 
of season to insure those humble fathers and mothers, the payment to whose children of one thousand 
dollars of life insurance money means more to the heart and security of America than all the million- 
dollar life insurance payments that have or ever shall be made to the beneficiaries of millionaires. 


The Illinois Life operates in only seven states, Illinois, Indiana, Kansas, Michigan, Missouri, Okla- 
homa and Georgia. 


We are not seeking representatives from the organizations of other companies, and we do not ac- 
cept any brokerage business, therefore, this advertisement is published solely for the encouragement 
of those men who may sometimes feel that because they do not write large policies they are not of 
much value in the life insurance world. 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 





The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 





